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AOA set to fight for Part B pay hike 


M edicare Part B 
physician 
reimburse¬ 
ments will be reduced 
approximately 5 percent 
in 2006—with similar 
cuts continuing through 
2012—unless Congress 
acts to amend the for¬ 
mula used to set 
Medicare reimburse¬ 
ment levels, according 
to the AOA Advocacy 
Group. 

The Medicare 


Payment Advisory 
Commission (MedPAC), 
the body created by 
Congress to advise law¬ 
makers on Medicare 
reimbursement issues, is 
recommending legisla¬ 
tors intervene to give 
Medicare Part B 
providers a 2.7 percent 
increase in reimburse¬ 
ments, instead of the 
expected cut in 2006. 

The commission 
has already recom¬ 


mended changing the 
formula that is used to 
set Medicare Part B 
reimbursement levels in 
order to protect health 
care providers from 
volatile shifts. 

Part B providers 
were narrowly spared a 
3.7 percent pay cut for 
2004 and a 4.5 percent 
cut for 2005, receiving 
instead a moderate 1.5 
percent increase each 
year, thanks to provi¬ 


sions included by law¬ 
makers in the Medicare 
Modernization Act 
(MMA) of 2003. 

Congressional 
action to save providers 
from the anticipated 
2006 pay cut — as well 
as legislation to head off 
the additional pay cuts 
anticipated through 
2012 by permanently 
amending the payment 
rate formula — are 
among the AOA 


Advocacy Group's top 
priorities for 2006 and 
will be a major topic 
when the members of 
the AOA Keyperson 
Network, optometry's 
grassroots lobbying 
corps, gather in 
Washington to meet 
with lawmakers during 
the annual AOA 
Congressional 
Conference this spring. 

see Part B, page 10 


FTC sees CL, eyeglass market 'highly competitive' 


T he Federal Trade 
Commission 
(FTC) has released 
a study on the strength 
of competition in the 
sale of prescription con¬ 
tact lenses. Congress 
required the study 
under the Fairness to 
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Contact Lens 
Consumers Act 
(FCLCA), which was 
enacted to promote 
competition in the con¬ 
tact lens market. 

"The report con¬ 
cludes that the contact 
lens market appears to 
be highly competitive 
with a wide choice of 
lenses which confirms 
our view," said AOA 
Washington Office 
Director Jon Hymes. 

"It also shows that eye 
care practitioners and 
retail outlets may be 
higher in price, but 
describes reasons for 
that difference." 

The FTC's study 
examines a variety of 
issues, including: vari¬ 
ous types of manufac¬ 
turer-seller relationships 
and their impact on 
competition; the prices 
charged by contact lens 
sellers in different retail 
channels; the effect of 
state regulations on 
competition in the sale 
of contact lenses; and 
the impact of the FTC's 
Eyeglass Rule on com¬ 
petition. 

The FTC's study 
finds that "consumers 
have the ability to 


choose between several 
retail options, other than 
their prescribing ECP, 
when purchasing con¬ 
tact lenses, due in part 
to the standardization of 
disposable soft contact 
lenses, along with the 
FCLCA-required pre¬ 
scription portability." 

David B. Seibel, 
O.D., chair of the AOA 
Contact Lens & Cornea 
Section, said, "This FTC 
study validates what we 
contact lens practition¬ 
ers knew even before 
the FCLCA, that our 
patients have always 
had the freedom of 
choice where to pur¬ 
chase their contact lens¬ 
es without limits to 
competition." 

Dr. Seibel said, 
"Some contact lens sell¬ 
ers have had unsupport¬ 
ed complaints to the 
FTC that limited distri¬ 
bution strategies and 
private label contact 
lenses could restrain 
competition in the mar¬ 
ket place. This study 
firmly concludes that 
such strategies are rare 
and do not pose any 
threat to competition or 
to consumer welfare." 

In conclusion. Dr. 


Seibel said, "For the 
contact lens practitioner 
this study is yet another 
confirmation that from 
day one the issue was 
not about the freedom 
of choice where to pur¬ 
chase contact lenses. It 
was about assuring 
patients have regular 
eye examinations to 
provide optimum vision 
and eye health." 

The study concludes 
that independent ECPs 
account for the majority 
of sales, followed by 
national optical chains 
and mass merchandis¬ 


ers. 

Regarding relation¬ 
ships between contact 
lens manufacturers and 
sellers, the FTC found 
that "exclusive relation¬ 
ships — such as a man¬ 
ufacturer agreeing to 
supply only one seller, 
or a seller agreeing to 
sell only one manufac¬ 
turer's contact lenses — 
appear to be rare." 

Private label and 
limited distribution 
strategies, although also 
rare, appear to be more 

see Market , page 7 
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Kehoe files for office of 
AOA secretary-treasurer 


P eter H. Kehoe, 

O.D., has filed for 
the AOA office of 
secretary-treasurer. 

Dr. Kehoe was elect¬ 
ed to the American 
Optometric Association 
Board of Trustees in 
June 1999 and re-elected 
in 2002. 

As a member of the 
AOA Board, he is a 
member of the Finance 
Committee and serves 
as liaison-trustee to 
AOA-PAC, Federal 
Government Relations 
Center, Congress 
Executive Committee, 
and the National Board 
of Examiners in 
Optometry. 

He also chairs the 
President's Council 
Project Team and is a 
member of the 
Proactive Legislative 
Project Team. 


Throughout his 
Board of Trustees 
tenure, he has been 
active in developing 
children's vision pro¬ 
grams, including facili¬ 
tating the Infants' and 
Children's Vision 
Coalition and currently 
serves on the manage¬ 
ment team for the 
development and 
launch of InfantSEE™. 

Prior to his election 
to the AOA Board of 
Trustees, Dr. Kehoe 
held a variety of volun¬ 
teer appointments 
within AOA, including 
chair of the State 
Government Health 
Care Legislation 
Committee and was the 
Illinois Congressional 
Keyperson Coordinator. 

Dr. Kehoe is a past 
president of the Illinois 
Optometric Association 


and was selected as the 
IOA's 2001 Optometrist 
of The Year and 2004 
Keyperson of The Year. 
He continues to serve on 
the Illinois Optometric 
Association's Legislative 
Committee and is an 
active keyperson to his 
state and federal legisla¬ 
tors. 

Dr. Kehoe is a grad¬ 
uate of the Illinois 
College of Optometry 
and is currently vice 
president of its Alumni 
Council. A Fellow of the 
American Academy of 
Optometry, he is in pri¬ 
vate practice in 
Galesburg, IL and a past 
president of the 
Galesburg Lions Club. 

He resides in 
Galesburg, IL with his 
wife Melissa and 
daughters Alex and 
Katy. 


The Admiral's Log 


The funeral service 
for W. David Sullins 
Jr., O.D., was held on 
Feb. 9. A large contin¬ 
gent of mourners gath¬ 
ered at the Keith 
Memorial United 
Methodist Church in 
Athens, TN on an over¬ 
cast drizzling day to 
pay their respects. 
David's immediate 
family, optometric fami¬ 
ly and military family 
were all in attendance. 
Dr. Norman Haffner's 
eloquent eulogy 
touched everyone 
deeply. 

During the gather¬ 
ing one shared thought 


that occurred quite often 
was David's genteel abil¬ 
ity to make everyone he 
met feel that he was 
their friend and that he 
cared and was there to 
serve. 

Many stories were 
told of days gone by. 

His influence continues 
to spread far and wide. 
He touched many differ¬ 
ent people during his 
life. 

The thought occurred 
that each of us who 
were touched by him 
might want to write a 
story or favorite remem¬ 
brance of David. These 
will be compiled, bound 


and presented to 
David's family. This 
could be a great sol¬ 
ace to David's father, 
wife, sons and daugh- 
ters-in-law, sisters and 
perhaps most of all, 
his grandchildren. 

If you would like to 
take part, send your 
letter or email 
addressed to The 
Admiral's Log in care 
of Dr. John Amos at 
the U.A.B. School of 
Optometry, 

Birmingham, AL 
35294-0010 or 
JAmos@icare. opt. uob. 
edu. Submit your let¬ 
ter by April 1, 2005. 
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To register, and 
learn more, visit 
www.optometrys 
meeting.org 


Alcon invites Optometry's Meeting™ 
attendees to campus for distinctive picnic 


W ith 

Optometry's 
Meeting™ 
being held in Alcon's 
backyard, the company 
is teaming with AOA to 
host a unique and first- 
of-its kind event. 

On Wed., June 22, 
Alcon invites 
Optometry's Meeting™ 
attendees to visit the 
Alcon campus in Ft. 
Worth for a "Great Big 
American Picnic." 

Alcon's "Great Big 
American Picnic" will 
turn the Alcon grounds 
into a down-home, all- 
American, summer pic¬ 
nic complete with a bar¬ 
bershop quartet, two 
live bands, a barbeque 
buffet, competitive out¬ 
door games, and much 
more. 

"We want to say 
thank you for our long 
relationship with 
optometry and the 
AOA," said Dave 
Sattler, Alcon director. 
Professional Relations. 

"We're inviting peo¬ 
ple to our campus to 
show them just how 
serious and dedicated 
we are to the eye care 
business." 

According to Sattler, 
buses from the hotels 
are set to arrive at the 
Alcon campus at 6 p.m., 
where a unique, multi¬ 
faceted picnic will wel¬ 
come visitors. 

"The picnic is going 
to be based around 
America, coast to coast, 
as we're decorating the 
Alcon campus with 
state flags and theming 
parts of the picnic on 
the various areas of the 
country," said Sattler. 

"Under large color¬ 
fully-lit tents, we'll have 
a variety of food and 
drinks, offering both 
traditional grilled items 
and classic Texas barbe¬ 
cue. The trip across 
Americana will begin 
with a warm greeting 
from Uncle Sam on 
stilts. The relaxing 
sound of Alcon's own 
barbershop quartet will 


then take guests back to 
a simpler time and will 
immediately set a famil¬ 
iar tone." 

In the corners of the 
picnic, depending on 
which geographically 
themed area visited, 
guests can scale a mini 
rock climbing wall, play 
competitive games like 
Hi Striker or the football 
toss, visit an ice cream 
parlor, and get their pic¬ 
tures taken sitting on a 
real live Texas 
Longhorn. 

For even more fun, 
guests will be able to 
test each other's speed 
in the Old West quick 
draw competition. 

As guests enter the 
California-themed area, 
they'll be able to play 
Frisbee golf, surf the big 
one (waves courtesy of 
an inflatable game), and 
listen to music by the 
beach. 

In addition, magi¬ 


cians and jugglers will 
be strolling the Alcon 
campus, interacting 
with guests. 

"While we want our 
guests to have fun with 
the activities, we're also 
opening up our research 
and development muse¬ 
um to show how serious 
Alcon takes research," 
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Sattler told AOA News. 

"We'll offer access 
to some scientists and 
researchers so AOA 
members can put faces 
to who's actually doing 
the research." 


Additionally, guests 
can graze through free¬ 
standing food carts 
serving kettle corn and 
ice cold beverages. 

Musical entertain¬ 
ment will be highlighted 
on two stages by Yellow 
Rose Productions from 
the Grapevine Opry, be 
playing country western 
tunes, and Time Bandits, 
playing classic rock 'n' 
roll. 

Sattler urges guests 
to dress comfortably. 

"Texas summers are 
very hot so don't forget 
your shorts," he said. 
The evening will be 
capped by a fireworks 
display, the proper end¬ 
ing to a summer picnic. 

"The picnic should 
be a great time," said 
Sattler. "You don't want 
to miss this event!" 

Professional atten¬ 
dees (ODs, paraopto- 
metrics, and students) 
and their guests only. 


Time capsule heading for Optometry's Meeting™ 


Frank Fontana, O.D., displays the Contact Lens Time Capsule at AOA 
Headquarters. The time capsule will be on display at Optometry's 
Meeting™ at the Continuing Education hospitality area hosted by the 
Contact Lens and Cornea Section. Sealed in 1991, the 10th anniver¬ 
sary of the CLCS, and donated by Alcon, the capsule will be opened 
Friday June 24 and displayed via large screen TV to attendees. The 
capsule itself is in the shape of half a contact lens case. Behind Dr. 
Fontana is a small selection of AOA's historic spectacle collection. 
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AOA efforts help 
keep high profile 

E ach month, the 
AOA 

Communications 
Group receives clip¬ 
pings from newspapers 
and magazines across 
the country. Each clip¬ 
ping includes the name 
of the publication in 
which it appeared, the 
date it appeared, and 
the total circulation. 

These clippings help 
us to track what mes¬ 
sages and stories are 
being published, and 
subsequently being read 
by the public. 

Over the last year, 
the AOA Communica¬ 
tions Group staff has 
implemented new prac¬ 
tices in publicizing the 
importance of regular 
eye care, and the role 
optometrists play in the 
health care of 
Americans. These addi¬ 
tional efforts have 
demonstrated an 
increase in clippings— 
and ultimately—the 
number of opportunities 
for eye-related stories to 
be read by newspaper 
audiences throughout 
the country. 

For example, in 
August 2003, clippings' 
total circulation was 
over 3.9 million; August 
2004 the total was over 
8.4 million (4.5 million 
increase). September 
2003 total circulation 
was over 4.3 million; 

2004 was over 5.3 mil¬ 
lion (1 million increase). 

October 2003 total circu¬ 
lation was over 4.7 mil¬ 
lion; 2004 was over 5.7 
million (900,000 
increase). November 
2003 clippings were in 
excess of 4.7 million in 
total circulation; 2004 
totals were over 5.1 mil¬ 
lion (449,000 increase). 

Clippings are still 
being received for 
December 2004 and 
January 2005, but fol¬ 
lowing are clippings in 
which AOA and/or 
AOA members are men- 


optometry 
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Plastic cards showing the progression of 
vision in infants have been developed by 
the Ohio Optometric Association. For details, 
contact the OOA. 


Iwirk Hard, Play Hard 



Tropical Sea E 


You work hard providing the best possible eye care to 
patients who depend on you. You need the latest 
up-to-date information. Get it from the most 
knowledgeable, experienced optometrists as they share 
their extensive clinical expertise with you. And after 4 hours a day of the finest 
education available, play just as hard, as you enjoy the best beaches, the finest 
fare, the most luxurious resorts and the release you deserve for working so hard. 
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MARCH 16-22,2005 
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APRIL 20-26, 2005 
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KEYNOTE SPEAKERS 

DAVID BRICHT, OD, FAAO 
JOHN McCREAL, OD 
ART EPSTEIN, OD, FAAO 
PAUL AJAMIAN, OD, FAAO 
RANDALL THOMAS, OD, FAAO 
RON MELTON, OD, FAAO 
CHRIS QUINN, OD, FAAO 
MAYNARD POHL, OD, FAAO 
BRUCE ONOFREY, RPh, OD, FAAO 
TONY LITWAK, OD, FAAO 
JIMMY BARTLETT, OD, FAAO 
PAUL KARPECKI, OD, FAAO 


• Register on the web or just call Kathie today. 
(281) 992-0002 ♦ Kathie@tropicalseae.com 

WWW.TROPICALSEAE.COM 

20 HOURS OF CONTINUING EDUCATION 


copfe 

APPROVED 



tioned or quot¬ 
ed: 

❖ Advances 
in various 
health care 
professions 
and the result¬ 
ing care to 
patients were 
addressed in 
U.S. News and 
World Report. 

The article ref¬ 
erenced David 
Cockrell, O.D., 
chair of the 
AOA State 
Government 
Relations 
Center. A link 
to the six-page article is 
at www.AOANews.org. 

❖ Risk of glaucoma 
and diabetes risk in 
minorities was covered 
in Today's Black Woman 
(circulation 200,000) and 
generated from a 
monthly news release 
sent by AOA 
Communications. 

❖ Computer Vision 
Syndrome was covered 
in Computerworld 
Magazine (circulation 
250,000). 

❖ Chicago Tribune (cir¬ 
culation 963,927) pub¬ 
lished an article on Lens 
vs. Lasik. AOA Clinical 
Care Group Director 
Jeffrey Weaver, O.D., 
was quoted. 

❖ AOA Contact Lens 
and Cornea Section 
chair, David Seibel, 

O.D., was quoted in the 
Greenville News (circula¬ 
tion 90,060) in an article 
regarding cornea 
reshaping technology. 

❖ Las Vegas Review- 
Journal & Sun (circula¬ 
tion 229,000) covered 
the range of systemic 
diseases which can be 
identified during a com¬ 
prehensive eye exam. 
Kerry Beebe, O.D., chair 
of the Clinical Care 
Group was quoted. 

If you are interested 
in contacting your local 
newspaper, contact the 
AOA Communications 


Group at publicrela- 
tions@aoa.org. We are 
happy to provide sug¬ 
gestions, help identify 
media and contacts in 
your area, and provide 
sample releases that are 
ready to send. 
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The premier optometric event of the year 



The 108th Annual AOA Congress & 35th Annua! AOSA Conference 
Gaylord Texan™ Resort & Convention Center, 
near Dallas in neighboring Grapevine, TX 


Thanks to Essilor, James Carville & Mary Matalin will be the 
keynote speakers for the Opening General Session at 
Optometry's Meeting™. James Carville is one of America's 
best-known political consultants. His long list of electoral 
successes is evidence of a knack for steering overlooked 
campaigns to unexpected landslide victories. Mary Matalin 
served as assistant to George W. Bush and counselor to Vice 
President Dick Cheney, and was the first White House official 
to hold that double title. This year is likely to get a bit heated 
as they present their opposing political and marital views. 
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Conference 

June 22-26, 2005 


Exhibits 

June 23-25, 2005 


call 

(800) 386-6825 


visit 


e-mail 
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www.optometrysmeeting.org MeetingHotline@aoa.org 
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Opening General Session - Thursday June 23 



Unparalleled CE, 200+ Exhibitors, House of Delegates, Professional Interaction - Optometry's Meeting™ 




















Eye on Washington 


Medicare surveying 
health care providers 
regarding contractors 

The Centers for Medicare & Medicaid Services 
(CMS) recently announced the launch of the 
Medicare Contractor Provider Satisfaction Survey 
(MCPSS), a new initiative designed to collect data 
on provider satisfaction with, and perceptions 
about, services provided by Medicare Fee-for- 
Service (FFS) contractors. 

The MCPSS was sent to a random sample of 
8,200 Medicare FFS providers in January. 

The survey gives providers the opportunity to 
rate their Medicare contractor on provider commu¬ 
nications, provider inquiries, claims processing, 
appeals, provider enrollment, medical review, and 
provider reimbursement. 

"The CMS values the opinions of the Medicare 
physician and provider community and understands 
the important role that FFS contractors play in repre¬ 
senting the Medicare program to providers. The 
MCPSS represents an important opportunity for 
providers to be heard," according to a CMS press 
release. 

Westat, a survey research firm, is administering 
the MCPSS. Providers who received the survey 
notification packet can access the survey instrument 
on a secure Internet Web site or may request a 
paper copy and submit their responses via mail or 
fax. All information collected will be kept complete¬ 
ly confidential, and individual providers will not be 
identified. 

Data collection for the pilot will continue 
through March 31,2005. 

"Although participation is voluntary, CMS val¬ 
ues your input if you are one of the providers 
receiving the survey," an AOA Advocacy Group 
spokesperson said. "If you do receive a survey 
notification packet, please complete and submit 
your survey responses as soon as possible." 

For questions regarding the MCPSS, contact the 
MCPSS information line at (888) 863-3561 or 
MCPSS@westat.com. For information,visit 
www.cms.hhs.gov/providers/mcpss/default.asp. 



Leavitt to head HHS 

On Jan. 26, the Senate confirmed the adminis¬ 
trator of the Environmental Protection Agency, 
Michael O. Leavitt, to be Secretary of Health and 
Human Services. Prior to the EPA posting, Leavitt was 
governor of Utah. 

During Senate confirmation hearings, Leavitt was 
asked about his views on Medicaid's budget, drug 
safety, the Medicare prescription drug benefit, and 
reimportation of drugs from Canada. 

According to President Bush, "He is an ideal 
choice to lead one of the largest departments of the 
United States government. The Department of Health 
and Human Services touches the life of every person 
in this country. From the safety of our food and medi¬ 
cine, to the Medicare program, to preparing for any 
kind of health emergency, HHS has comprehensive 
responsibilities for the health of Americans." 

Leavitt will take a post last filled by Tommy 
Thompson. The White House has nominated Lester 
Crawford for the commissioner of the Food and Drug 
Administration. 



AOA Keyperson and political activist Robert 
M. Easton, Jr., O.D. and his wife, Gloria, of 
Fort Lauderdale, FL, attended the 
Presidential Inauguration Jan. 20. In this 
photo, they are at Florida's Liberty Ball. 


The AOA Medicare 
Compliance 
Manual is available 
to association mem¬ 
bers for downloading 
free of charge through 
the AOA Advocacy 
Group page of the 
AOA Web site 
(www.ooo.org). 

Printed copies are 
available through the 
AOA Order 
Department (cost: 

$50). The American 
Optometric 
Association thanks 
Marchon and 
OfficeMate for their 
generous support of 
the Medicare 
Compliance Manual. 

MARCI ION’ 


OfficeMate 
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common than exclusive 
relationships. The study 
concludes that the avail¬ 
able data do not indi¬ 
cate that either of these 
strategies poses a threat 
to competition or con¬ 
sumer welfare. 

The FTC conducted 
a survey of the avail¬ 
ability and price of a 
six-month supply of 10 
popular contact lenses 
at 20 online and 14 
offline retail outlets. 


"Regarding special¬ 
ty lenses (such as toric 
or multifocal), the FTC 
found that the differ¬ 
ences in price between 
independent ECPs, opti¬ 
cal chains, hybrids 
(offline retailers' Web 
sites), and mass mer¬ 
chandisers were not sta¬ 
tistically significant. For 
spherical lenses, howev¬ 
er, the FTC found that 
the differences in price 
between mass merchan¬ 


disers and hybrids . . . 
were statistically signifi¬ 
cant," according to an 
FTC press release. 

The FTC's study 
also examines several 
other issues that may 
affect competition in the 
contact lens market. 

According to the 
study, "state licensing 
requirements that 
restrict consumers' abili¬ 
ty to buy contact lenses 
from out-of-state sellers 


or non-ECP sellers may 
limit competition and 
harm public health." 

The FTC's study 
also notes that state 
restrictions on truthful 
advertising are likely to 
inhibit competition and 
limit consumers' ability 
to make informed choic¬ 
es about their contact 
lens purchases. 

The FTC's study 
additionally concludes 
that, "by making it easi¬ 


er for consumers to 
comparison shop, the 
FTC's Eyeglass Rule has 
had a positive impact 
on competition in the 
eyeglass market, which 
has lowered prices and 
increased consumer 
choice." 

The report is at 

www.ftc.gov/reports/ 

contactlens/ 

050214contactlensrpt.pdf. 
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Letters 


Remembering 



Sullins 


We have had the 
distinct honor of know¬ 
ing Dr. David Sullins Jr. 
for over 20 years, and 
came to know him well. 
We are very sad that 
optometry has lost one 
of the most vibrant, 
goal-oriented, tireless 
leaders our profession 
has ever known. He 
was a man among men, 
and had a gift of distin¬ 
guished leadership. His 
lifetime of dedication 
and service to our 
esteemed profession has 
accelerated our growth 
and maturity in so 
many ways. 

Dave never backed 
away from a fight and 
he never wavered until 
success was achieved. 
His devotion and 
resolve on behalf of 
optometry was an inspi¬ 
ration to us all. Thank 
you, Dave, for all you 
did to help enrich all of 
our lives. 

Ron Melton, O.D., and 
Randall Thomas, O.D. 
Concord, NC 


I had the privilege of 
meeting Dr. Sullins 
when I was a student 
PAC rep from St. Louis 
in 1990. He and many 
other of the great lead¬ 
ers in our profession 
were all at the PAC 
meetings in DC. 

Listening to Dr. 
Sullins speak, you 
instantly knew that he 
was incredibly bright, 
fiercely driven and pas¬ 
sionate about the pro¬ 
fession. 

His charismatic 
style and obvious lead¬ 
ership ability made you 
want to say "You're 
darn right!" to almost 
everything he said. 

But the thing that 
always impressed me 
most, and it's hard to 
say what is "most 
impressive" in a man of 
this stature, was his 
keen insight into what 
would be good for the 
profession and more¬ 
over, our patients. 

The caring and pas¬ 
sion that came with 
each conversation that I 


heard or each time I 
heard him speak was 
clear, consistent and 
credible. 

He was not only a 
great man of the profes¬ 
sion, he was a "great 
guy." He was fun! 

I still use one of his 
party tricks when I can 
find the props! For 
those of you who ever 
saw the egg, broom and 
pie tin trick, it was 
funny and amazing! 

He could party 
even the young 
guys/gals into the 
ground and somehow 
manage to look fresh as 
a daisy the next morn¬ 
ing. "If you hoot with 
the owls, you still have 


to fly with the eagles" is 
one of his, perhaps par¬ 
aphrased, favorites that 
I remember. 

I was just some stu¬ 
dent from St. Louis, but 
even years later he 
always remembered me 
by name. He always 
asked about my family 
and practice in that 
order. 

In years to come, 
the profession of 
optometry will continue 
to stand on the shoul¬ 
ders of the giants that 
went before us. Truly, 
Dr. David Sullins was 
one of those giants. 

Dan Bowersox, O.D. 
Shelbyville, KY 


The moving eulogy for Dr. Sullins, 
delivered by Alden N. Haffner, O.D., 
Ph.D., will be published in the 
March issue of Optometry. 


Editor: 

Dr. Mitchell 
Scheiman and his col¬ 
leagues on the 
Convergence 
Insufficiency Treatment 
Trial (CITT) Study 
Group are to be com¬ 
mended for their efforts 
in completing the ran¬ 
domized clinical trial 
on the treatment of 
convergence insuffi¬ 
ciency (Cl) with vision 
therapy (AO A News , 
Feb. 1, 2005). This 
study provides further 
evidence of the efficacy 
of office based vision 
therapy in treating CI. 

The fact that they 


have obtained an addi¬ 
tional $6 million 
research grant from the 
National Eye Institute 
for an expanded study 
is of considerable note, 
since research into 
functional vision prob¬ 
lems is not often given 
a high priority within 
eye and vision care 
research funding. 

While preservation 
of eyesight from eye 
disease is the highest 
priority for eye care 
providers, functional 
vision problems such 
as CI, which potentially 
impact a greater per¬ 
centage of the popula¬ 


tion, deserve an equal 
level of clinical con¬ 
cern. 

This study pro¬ 
vides optometrists and 
ophthalmologists with 
additional evidence to 
support a recommenda¬ 
tion for treatment or 
co-management with 
office based vision ther¬ 
apy for patients with 
functional vision prob¬ 
lems like CI that can 
significantly impact 
their quality of life. 

I look forward to 
the results of the 
expanded CITT study 
and encourage all eye 
care providers to con¬ 


sider the benefits of 
office-based vision 
therapy services for 
their patients. 

Those seeking to 
co-manage vision ther¬ 
apy services for their 
patients with a quali¬ 
fied developmental 
optometrist can locate 
a doctor in their area 
by visiting the Web site 
of the College of 
Optometrists in Vision 
Development at 
www.covd.org. 

Lynn Hellerstein, O.D. 
President, College of 
Optometrists in Vision 
Development 
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Let AO A-sponsored Insurance Programs protect 
the most important parts of your life. 


In today’s increasingly litigious society, you need to protect 
the most important things in your life - yourself, your family 
and your career - should you be named in a malpractice 
claim or lawsuit. 

The AOA-endorsed Professional Liability & Business 
Owner’s Program features quality, dependable coverage ... 
and more: 

Professional Liability Insurance: 

4* Policy limits up to $2,000,000.00 per occurrence and 
up to $4,000,000.00 per aggregate 

•I* Per occurrence coverage no matter when a claim is filed 
(as long as the incident took place while the policy 
was in force) 

•I* Premium credits for group practices 
•I* Lost wage reimbursement 
•I* Defense reimbursement 

lllllk A f \ AProfessional 
i,i|ii0 f^wfiAdvantage 

' III”® Professional Liability I Business Owner’s Package 


The Business Owner’s Package: 

Protect your entire business with outstanding coverage 
including Property and General Liability at competitive 
rates - with no additional charge for coverage for your 
employees. What’s more, Workers’ Compensation 
coverage does not need to be placed with our office in 
order for us to provide Professional Liability coverage. 

Contact Marsh’s Affinity Group Services . 

Call toll-free at: 

1-800-503-9230 for Professional Liability coverage. 

I -800-882-2262 for the Business Owner’s Package. 

Or, visit www.proliability.com/aoal 

for more information. 

Administered by: Marsh Affinity Group Services 
Underwritten by: Chicago Insurance Company, 

one of the Fireman’s Fund Insurance Companies. 
All coverages are subject to the terms and conditions of the policy. 

© Seabury & Smith, Inc. 2005 
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Part B , from page 1 


However, legislative 
observers say neither 
short-term nor long¬ 
term Medicare pay fixes 
will be easy to accom¬ 
plish this year in light of 
record federal deficits 
and the Bush 
Administration's com¬ 
mitment to an overall 
review of the entire 
Medicare program 
instead of, what the 
administration consid¬ 
ers, piecemeal measures 
such as adjustments to 
the Part B fee-setting 
formula. 

Adjusting the fee 
formula to avert the 
anticipated fee cuts 
would cost the govern¬ 
ment around $5 to $10 
billion over five years, 
according to MedPAC. 

Medicare Part B 
"updates" its physician 
reimbursement levels 
each Jan. 1. 

Among the key fac¬ 
tors in the program's 
reimbursement-setting 
formula is the sustain¬ 
able growth rate (SGR), 
an annual target intend¬ 
ed to control the growth 
in expenditures for 


physician services. 

Under the formula, 
when Medicare spend¬ 
ing for physicians' serv¬ 
ices exceeds the SGR, 
payments must be 
reduced to compensate 
for the extra expendi¬ 
tures. The anticipated 
pay cuts, next year and 
through 2012, would be 
a direct result of the 
SGR. 

MedPAC, in its 2002 
report to Congress, rec¬ 
ommended amending 
the formula to set 
updates based on the 
estimated change in 
input prices for the 
upcoming year, minus 
an adjustment for pro¬ 
ductivity growth, 
instead of the SGR. 

The U.S. Centers for 
Medicare and Medicaid 
Services (CMS) esti¬ 
mates that under such 
an amended formula, 
providers would receive 
a 2.7 percent increase in 
2006 instead of the 
anticipated decrease, 
according to MedPAC 
staff. 

Medicare Part B 
began paying physician 


Optometrists, Opticians and Professional Staff 


Join us for 


cptow 


est 


March 31 - April 3, 2005 

Anaheim Convention Center 
Hyatt Regency Orange County 
Anaheim, California 


The Premier Western Regional Conference 
Created by and for Eye Care Professionals 

• Over 100 hours of COPE and ABO/NCLE approved education! 

• Over 125 vendors in the Exhibit Hall 

• Complimentary admission to the Exhibit Hall 

• Networking Opportunities 


N Opto West Registration is now available online! 

For additional information: 

Visit our website at www.optowest.com 
or call (800) 877-5738 
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providers according to a 
national fee schedule 
(adjusted somewhat to 
reflect regional price 
variations), instead of 
reimbursing health 
practitioners their 
"usual and customary" 
fees, after 

Congressionally man¬ 
dated Medicare physi¬ 
cian payment reforms 
were adopted in the 
early 1990s. 

Under the payment 
schedule, physicians 
saw reimbursements 
increase every year until 
2002, when Medicare 
Part B implemented its 
first "negative update" 
of 5.4 percent. 

In 2003, health care 


practitioners saw that 
cut partially restored 
with a 1.6 percent 
increase in Medicare 
reimbursement. 

However, that 
increase came only after 
CMS proposed a 4.4 
percent cut in physician 
reimbursement and 
Congress intervened. 

The MedPAC panel, 
during its Jan. 12 meet¬ 
ing, formally voted to 
recommend a 2.7 per¬ 
cent increase in 
Medicare Part B pay¬ 
ments for 2006. The rec¬ 
ommendation will be a 
part of the commission's 
new report to Congress, 
scheduled for release in 
March. 


Revision, field testing 
continue for Security 
Compliance Manual 

As AOA News was going to press, the 
AOA Security Regulation Compliance Manual, 
was being finalized. Another source of infor¬ 
mation on HIPAA Security Compliance is: 

❖ Small Practice Security Implementation 
White Paper available free of charge from the 
Workgroup for Electronic Data Interchange 
Strategic National Implementation Process 
(WEDI-SNIP), 12020 Sunrise Valley Dr., Suite 
100, Reston, VA 2019, (703) 391-2716; fax 
703-391 -2759. www.wedi.org/snip. 

The AOA Security Regulation Compliance 
Manual, which includes model policies and 
procedures developed specifically for the opto- 
metric practice, will be made available to 
AOA members free of charge on line through 
the AOA Web site as a member benefit, as 
well as in print form for a nominal charge 
through the AOA Order Department. 

Details on the manual's actual release 
date will be announced here. The HIPAA 
Security Rule goes into effect April 20,2005. 


Read more at www.AOANews.org 
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Utah ODs plan to appeal ruling in 
Intermountain Health Care exclusion case 


M ore than three 
years after 
Utah ODs filed 
suit, a judge has ruled 
that a Utah insurance 
provider is not violating 
antitrust laws by 
excluding optometrists 
from its provider panel. 

U.S. Senior District 
Judge Bruce S. Jenkins 
said there is not, and no 
reasonable jury could 
find, "an unlawful boy¬ 
cott or concerted refusal 
to deal." Likewise, 
there is not, and no rea¬ 
sonable jury could find 
an "actionable violation 
of section 1 or section 2 
of the Sherman Anti- 
Trust Act." 

"With all due 
respect to Judge Jenkins, 
this is a large case and 
one of great signifi¬ 
cance," Daniel L. 
Berman, lead attorney 
for the optometrists, 
told the Salt Lake 
Tribune. "His opinion 
totally disregards the 
applicable law." 

According to Lance 
R. Plunkett, JD, AOA 
counsel, the court dis¬ 
missed on the grounds 
that the optometrists 
could demonstrate no 
relevant market in 
which they competed 
and in which competi¬ 
tion itself had been 
injured. 

"An injury to com¬ 
petitors alone does not 
support an antitrust 
case," said Plunkett. 

"You have to show 
that competition itself 
was injured and that 
you then suffered from 
that antitrust injury too. 
The court here is ruling 
that in no market in 
which the optometrists 
logically competed 
could the court find any 
injury to competition— 
only that the 
optometrists were 
injured by not being 
allowed to be part of 


what they were simulta¬ 
neously claiming was a 
larger conspiracy to 
harm competition—and 
that, the court finds, 
cannot be the predicate 
basis for an antitrust 
claim." 

Basically, the courts 
cannot be used to create 
an any-willing-provider 
situation via an antitrust 
claim, explained 
Plunkett. "Any-willing- 
provider scenarios are 
going to have to come 
from the legislatures, 
either on the state or 
federal level," he said. 

"I do not agree with 
the judge's opinion," 
said Terry Berner, O.D., 
one of the 49 individual 
plaintiff ODs. "Our 
lawyers say we'll have 
no problem overturning 
the decision on appeal." 

The case goes back 
to November 2001, 
when a group of Utah 
ODs filed a federal 
antitrust lawsuit against 
Intermountain Health 
Care (IHC) in U.S. 
District Court for the 
District of Utah, trying 
to end what they called 
intentional exclusion 
from a health care plan. 

From Salt Lake, 
Davis, Weber, Cache, 
and Utah counties, the 
group of 49 individual 
optometrists and 12 
Standard Optical 
Company ODs sued 
both IHC and individ¬ 
ual ophthalmologists. 

The ODs claimed 
they had been "preclud¬ 
ed from providing eye 
care services to enrollees 
covered by defendants' 
private health care plans 
as a class of health care 
providers solely on the 
basis that they are 
optometrists and not 
ophthalmologists." 

When needing eye 
care, IHC requires its 
policyholders to visit 
approved ophthalmolo¬ 


gists. According to the 
original suit, IHC domi¬ 
nates health care mar¬ 
kets in Utah, including 
acute care hospitals, sur¬ 
gical facilities, and sur¬ 
gical facilities for eye 
care surgery. 

"I've been trying to 
become an IHC 
approved provider since 
1985," said Dr. Berner 
at the time the suit was 
filed. "They continue to 
add ophthalmologists, 
but never ODs. It's the 
boycott of a profession 
really." 

IHC owns, adminis¬ 
ters, and markets seven 
health care plans— 
according to the suit— 
that have approximately 
40 percent of the total 
enrollees in private 
health care plans on the 
Wasatch Utah front or 
22 percent of the state's 
population. 

The optometrist's 
suit alleged that from 
1997 to 2001: 

❖ When marketing its 
plans, IHC implies that 
its approved providers 
are better qualified and 
lower in cost than non- 
approved health care 
providers. 

❖ IHC provider panels 
are additionally used by 
enrollees of IHC-affiliat- 
ed health plans. 

❖ IHC leases its 
provider panels to IHC- 
affiliated health plans to 
be used as the provider 
panel by their own 
enrollees for covered 
benefits. 

❖ IHC has excluded 
optometrists, even 
though the same eye 
care services ODs pro¬ 
vide are covered bene¬ 
fits if an ophthalmolo¬ 
gist performs them, and 
despite the fact the ODs 
are licensed and quali¬ 
fied to provide these 
services, often times at a 
lesser cost. 

"The ultimate goal 


of the suit is twofold," 
said Berman, lead attor¬ 
ney, to AOA News in 
2001. "We want to be 
authorized providers 
within IHC and want to 
recover past damages." 

The optometrists 
asked for $45 million to 
recover past damages in 
addition to monetary 
compensation for recov¬ 
ery of costs of the suit. 

While the suit 
claims that it is in the 
IHC ophthalmologist's 
economic interests to 
exclude optometrists 
from the panels of IHC's 
private health care 
plans, IHC attorney 
Gary Bendinger dis¬ 
agreed. 

"The allegations in 
the complaint filed by a 
group of area 
optometrists are false 
and unsupported," said 
Bendinger in a prepared 
statement in 2002. 

"This suit is an 
unwarranted attempt by 
some optometrists to 
increase their incomes 
by forcing their way 
onto IHC's health insur¬ 
ance panels. Optom¬ 
etrists and ophthalmolo¬ 
gists have a long history 
of an adversarial rela¬ 
tionship. Now some 
optometrists are trying 
to draw IHC Health 
Plans into their battle. It 
is regrettable that IHC 
Health Plans will go 
through this with the 
only result being large 
legal costs. Ultimately 
IHC is confident it will 
defeat the optometrist's 
claims." 

"Antitrust is very 
complex commercial liti¬ 
gation," said Dr. Berner. 
"There's a lot of time 
and effort. We knew 
we'd be in it for the 
long haul and are now 
prepared for the 
appeal." 






ORA deadline 
approaching 


A OA's Optometric 
Recognition 
Award (ORA) 
program will mark its 
26th year of existence in 
2005 at the AOA 
Congress: Optometry's 
Meeting™ in Dallas, TX, 
during an honoree 
recognition ceremony in 
the House of Delegates. 

Doctors wishing to 
participate in this year's 
awards ceremony must 
send their applications 
or renewal forms with 
fees and proof of CE 
hours earned from 2004 
by March 31. 

The ORA program 
recognizes doctors of 
optometry for their 
ongoing continuing 
education efforts. New 


participating doctors 
must initially complete 
150 CE hours during a 
three consecutive year 
period to earn an ORA 
and then complete 50 
CE hours every year 
thereafter to earn 
renewal status. 

Since 1980, the year 
of inception for the 
ORA program, 1,729 
doctors have received 
awards. 

Fees for new partici¬ 
pants are $40, and fees 
for renewals are $20. For 
more information about 
the ORA program, con¬ 
tact AOA Administra¬ 
tive Services at (800) 
365-2219, ext. 258 or 260, 
or send an e-mail to 
ORA@aoa.org. 


Read more at www.AOANews.org 
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AOA Shopping Online 

the Newest AOa Member Benefit 



Treat your staff and yourself this new 
year with a variety of AOA apparel 
and gift items. 

The process is simple. Visit the AOA 
Web site to view the selection of great 
products and to download the catalog 
and order form or call 800/365-2219, 
ext. 222 to place your order. There's 
something for everyone - men's and 
women's shirts, blouses, sweaters, and 
windbreakers, fleece blankets, and 
travel mug and coaster gift sets. 

When your order exceeds $100.00*, 
you'll receive a 10% discount off your 
entire purchase for orders placed by 
February 28, 2005. (one-time offer) 


Welcome in the new year and display 
pride in your profession. Order your 
AOA apparel and gift items today! 



*Cost of goods purchased must exceed $100.00 U.S. funds, prior to tax and shipping to receive the 10% discount. 


2005 tax tips for 
optometrists 

By Kenneth E. Hicks, CPA 

Just when we think we have the tax laws figured 
out, Congress passes The American Jobs Creation 
Act of 2004 in October of 2004 with some impor¬ 
tant incentives for ODs. Here is a quick summary of 
tax changes and strategies you may find helpful for 
2005. 

You can take a special election that converts 
your practice from an accrual to a cash basis and 
take the whole deduction in one year. We did just 
that last year for three different ODs and created 
tax deductions of $50,000, $30,000 and $14,000 
respectively. This also results in recurring tax sav¬ 
ings, because you only pay taxes on money as you 
receive it, not as you book the revenue. 

One of the fastest-growing business entities in 
the U.S. is the S corporation. If you are starting a 
practice or thinking of converting an existing prac¬ 
tice to a different tax structure, the new rules make 
S corporations very attractive. We can help you 
compare the advantages and disadvantages of S 
corps based on the gross and net of your practice. 

The standard mileage rate for business driving 
increases to 40.54 per mile, and the mileage rate 
for medical and moving expenses increases to 154 
a mile. The rate for charitable driving remains at 
144 per mile. 

If you're planning to make capital improvements 
to your office, you may benefit from enhanced 
depreciation rules. The $100,000 expensing elec¬ 
tion is extended through 2007. Inflation adjustment 
puts the limit at $102,000 for 2004 and $105,000 
for 2005. 

Kenneth E. Hicks , CPA is a senior partner in May & 
Company LLP, an accounting firm that consults with 
optometrists in 26 states on tax planning and prepa¬ 
ration , QuickBooks® support , and business plan¬ 
ning. (601) 636-0096 or 
odtaxservice@maycpa.com . 


AOA-approved providers 


For details on special AOA- 
endorsed programs: 

Credit Card Processing 
System 

Bank of America Merchant 

Services 

877-695-2472 

Delivery Service 

United Parcel Service 
800-325-7000 

Equipment Leasing 

Great America Leasing 
800-274-2641 
Popular Leasing USA 
800-365-3992 

Long-Term Disability 
Insurance 

AGIA 

800-245-4454 

On-Hold Messages 

The Original On-Hold 
Company 
800-688-4181 
Practice Appraisals 

Irving Bennett Business and 
Practice Management Center 
- PCO 

215-780-1237 or 1235 

Practice Appraisal & 
Mediation 


Gary Moss, O.D. 
978-692-2999 

Professional Liability 
Insurance 

Marsh/Seabury & Smith 
800-503-9230 

Retirement Planning 

Equitable Life Assurance 

Society 

Existing Plans 

800-526-2701 

New Plans 800-523-1125 

Long-distance Service 

AOA Telecommunications 

Network 

800-237-8015 

Rental - Automobile 

National Car Rental 

800-227-7368 

ID# 5703894 

Mastercard Platinum 

Plus Card 

MBNA - Applications 

800-523-7666 

Gen. Info 800-421-2110 

Student Debt 

Consolidation - 

AOAAdvantage Program 

866-408-5626 


12 • AOA NEWS 














AOA continues 
Vision Connection 
collaboration 


Vision-Ease lens 
receives AOA Seal 

of Acceptance 

V ision-Ease Lens, a designer, manufacturer 
and distributor of polycarbonate oph¬ 
thalmic lenses, has been awarded the 
AOA Seal of Acceptance for UV 
Absorbers/Blockers by The Commission on 
Ophthalmic Standards for its SunRx® Melanin 
polarized polycarbonate lenses. 

These new sun lenses combine the light¬ 
absorbing properties of melanin with Vision- 
Ease's patented polarization process for superior 
protection from the sun's harmful rays. SunRx 
Melanin lenses also provide enhanced visual 
comfort and improved visual acuity. 

"Melanin is a natural light-absorbing sub¬ 
stance found in our skin and in the retina," 
explains Tom Moravec, Vision-Ease Lens Director 
of Technology. 

In addition to reducing the risk of cataracts 
and age-related macular degeneration, the new 
polarized melanin sun lenses also protect the 
skin around the eyes against premature wrinkles 
caused by sunlight. 

SunRx Melanin polarized lenses provide 100 
percent UVA and UVB protection and up to 50 
percent more HEV protection than ordinary sun 
lenses. 

In addition to offering superior protection 
from UV and HEV radiation, SunRx Melanin 
Lenses include Vision-Ease's patented polariza¬ 
tion process that virtually eliminates reflective 
glare. Made of premium polycarbonate material, 
SunRx Lenses are up to 20 percent thinner, 30 
percent lighter, and up to 10 times more impact- 
resistant than other sun lenses. 

Vision-Ease Lens offers a full line of lens 
products that serves retail, laboratory and dis¬ 
pensing markets throughout the world. For 
more information about Vision-Ease Lens and its 
products, call (800) 328-3449 or visit their Web 
site at www.vision-ease.com. 


special 102th anniversary celebration 


A OA continues to 
partner with 
VisionConnectio 
n to promote a neutral 
resource for informing 
the public about clinical 
and support services for 
people with vision 
impairment, who may 
benefit from vision reha¬ 
bilitation care. 

Developed as an 
online source for the lat¬ 
est information on 
vision impairment, 
blindness prevention 
and vision rehabilita¬ 
tion, VisionConnection 
features a variety of 
topic-specific channels 
as well as unique fea¬ 
tures, such as "Help 
Near You." 

This is a locator 
database that allows 
users to search a collec¬ 
tion of more than 5,000 
vision rehabilitation 
services, low vision clin¬ 
ics, practices, support 
groups, and various 
educational, govern¬ 
mental and financial 
resources for the blind 
and visually impaired, 
worldwide. 

In order to support 
VisionConnection in its 
effort to build a compre¬ 
hensive database, AOA 
optometrists who 
include low vision care 
and rehabilitation in 

RIOA plans 

T he Rhode Island 
Optometric 
Association is 
planning a special New 
England-style celebra¬ 
tion in honor of its 
102th anniversary. 

The RIOA 102th 
Anniversary Celebration 
scheduled for May 21- 
22, at the historic Viking 
Hotel in scenic Newport 
will feature a golf tour¬ 
nament, black tie 
(optional) gala, sailing, 
and, of course, a tradi- 


their practices should 
take a moment to visit 
the VisionConnection 
Web site and complete 
the online survey at 
http://www. visionconnec- 
tion . org/aoaform .htm. 

The AOA Low 
Vision Rehabilitation 
Section (LVRS) was 
instrumental in the 
development of the sur¬ 
vey and promotion of 
optometric representa¬ 
tion in this multi-disci¬ 
plinary database. 

Although Low 
Vision Rehabilitation 
Section membership is 
not required to be listed 
on VisionConnection's 
"Help Near You," sec¬ 
tion membership is 
highly recommended 
for optometrists who 
want to stay current on 
issues, procedures and 
coding for services relat¬ 
ed to evaluation and 
management of patients 
with vision impairment. 

To become a LVRS 
member today or check 
your section member 
status, please call 
Stephanie Brown, LVRS 
Manager, at (800) 365- 
2219, ext. 225. 

Hard copies of the 
survey may also be 
faxed or mailed to 
members who request 
them. 


tional New England 
clam bake. 

"In addition to pro¬ 
viding optometrists, and 
their families, from 
across the Ocean State 
an opportunity for a tra¬ 
ditional weekend at the 
shore, we hope this cele¬ 
bration will provide an 
opportunity for native 
Rhode Islanders who 
now practice optometry 
elsewhere to join us in 
this observance of the 
great tradition of 


optometry in our state," 
RIOA Immediate Past 
President Elliot 
Waterman, O.D. said. 

Rhode Island was 
the first state to pass 
legislation authorizing 
optometrists to use 
diagnostic pharmaceuti¬ 
cal agents, thereby 
becoming the first state 
to authorize optom¬ 
etrists to begin provid¬ 
ing eye care as well as 
vision care. Dr. 
Waterman noted. 


The spring event is 
being held solely as a 
celebration in honor of 
the association's found¬ 
ing. The RIOA annual 
convention and business 
meeting is held in 
January. 

For information 
contact Tim Bonin, PO. 
Box 438, Greenville, RI 
02828, (800) 491-7550 
(in-state) or (401) 949- 
0433, FAX: (401)949- 
0534, tbonin_rioa@earth- 
link.net , www.RIOA.org. 
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Advanced Medical 
Optics, Inc. 

Alcon Laboratories, Inc. 

Allergan 

Bausch & Lomb 

CIBA Vision Corporation 

CooperVision 

Essilor of America, Inc. 

HOYA 

Luxottica Group 
Marchon Eyewear, Inc. 
Signet Armorlite, Inc. 

TLC Vision Corporation 
Transitions Optical 
Vision Service Plan 
VisionWeb 
Vistakon 


Industry Profile: 
Allergan 

Allergan is driven by technology and innova¬ 
tion to address the needs of customers around the 
world. Embedded in the company's history and 
success is the knowledge that listening to our cus¬ 
tomers drives our progress. 

With over 5,000 employees, 33 commercial 
locations, four world-class research and develop¬ 
ment facilities, and three state-of-the-art manufactur¬ 
ing plants, a strong focus on customers' needs, and 
the greater good of improved health, is what sets 
us apart in the eye care industry. 

Headquartered in Irvine, CA, Allergan devel¬ 
ops and commercializes innovative products for 
eye care, skin care, and other specialty markets. In 
addition to our discovery-to-development research 
programs, Allergan has global marketing and sales 
capabilities in over 100 countries that deliver value 
to our customers, satisfying unmet medical needs 
and improving people's lives. 

Working with eye care professionals has result¬ 
ed in the rapid growth of Allergan's ophthalmic 
pharmaceuticals business. With an expertise in dis¬ 
covering and developing new therapeutic agents 
for conditions and diseases of the eye, Allergan is 
positioned to make significant investments in eye 
care research and development projects. 

To deliver on our commitment to pioneering 
new therapies, Allergan has invested more than 
$750 million into our research and development 
pipeline in the past five years alone. Today, that 
pipeline is broad and maturing. 

Embracing the modern tools of discovery 
research, Allergan's scientists have made important 
progress in providing new medicines to attack 
sight-threatening diseases, such as dry-eye disease, 
bacterial conjunctivitis, and glaucoma. 

Additionally, we have expanded our Refresh® fam¬ 
ily of products —the number one selling brand of 
lubrication drops for dry eye symptoms. 

Half a century ago, Allergan consisted of a 
few square feet of floor space in the loft of Gavin 
Herbert Sr.'s Los Angeles drugstore. Today, 

Allergan enters the new millennium as a world 
leader in eye care, with marketed products world¬ 
wide approaching sales of 1.5 billion. Dr. Mark 
Dunbar of the Bascom Palmer Eye Institute in 
Miami says, "Allergan has always been the leader 
in addressing the needs of doctors by getting effec¬ 
tive new drugs to the marketplace. 

Whether it is a drug for treating glaucoma, an 
antibiotic for fighting infections, or developing a 
new dry eye therapy, Allergan is at the forefront as 
a leader in the pharmaceutical industry and has 
always reached out to provide research support 
for clinicians and scientists in the quest to better 
understand ocular disease. 

They have even gone into the trenches to 
support optometry on a grassroots level by finding 
their way into offices of doctors in cities and towns 
across the country." Our goal is to continue to 
work with optometrists and other eye care profes¬ 
sionals to provide high-quality products that 
improve eye care around the world. 

Industry Profile is a regular feature in AO A News 
allowing members of the Ophthalmic Council to 
express themselves on issues and products they consid¬ 
er important to the members of AO A. 


Transitions opens 
consumer exhibit 

Transitions Optical, Inc. has partnered with the 
Carnegie Science Center, based in Pittsburgh, PA, 
to develop an "Eye Didn't Know That!" consumer 
exhibit that will be displayed at science centers 
throughout the United States and Canada during a 
1 3-city tour that began in February 2005. 

The "Eye Didn't Know That!" exhibit is expect¬ 
ed to reach thousands of consumers in each mar¬ 
ket. Eye care professionals and local labs will be 
given a sneak peek of the consumer exhibit during 
"Advance with Transitions" trade tour events to 
immediately precede the opening of the exhibit in 
each city. After the tour, the exhibit will reside at 
the Carnegie Science Center in Pittsburgh. 

The 800- to 1,200-square-foot interactive sci¬ 
ence center venue showcases many informative sta¬ 
tions that cover fundamentals related to the eyes 
and how they work, corrective lenses, including 
photochromies, and the light spectrum and how to 
protect the eyes from UV damage. 

While geared toward the middle school age 
range, the exhibits offer valuable information for 
the whole family. 

Transitions Optical has also launched 
www.eyedidntknowthat.info to connect consumers, 
Eye care professionals, and educators with valu¬ 
able eye health information from the exhibit. 

Contact Transitions Optical Customer Service 
at (800) 848-1506. 


VSP expands 
loan program 


A new loan pro¬ 
gram financed by 
Vision Service 
Plan (VSP) and adminis¬ 
tered by Vision One 
Credit Union is helping 
private-practice eye doc¬ 
tors become business 
owners, whether it's buy¬ 
ing an existing practice, 
buying into a partnership 
or simply making a 
down payment as a first¬ 
time practice purchaser. 

With the addition of 
Washington, there are six 
states where the loan 
program is available— 
California, Ohio, 
Colorado, Indiana and 
Texas. 

VSP has made an ini¬ 
tial commitment of $5 
million to fund the loan 
program. All repayments 
will be returned to the 
loan fund to help provide 
loans to other doctors. 

Loans must be com¬ 
mercially viable and may 
be made to corporations, 
partnerships, sole propri¬ 


etors or individuals, sub¬ 
ject to Vision One Credit 
Union's credit approval 
and standard documen¬ 
tation. 

Loan applicants who 
are not part of the VSP 
member doctor network 
will be required to 
demonstrate that they are 
qualified to join the net¬ 
work, and submit an 
application for member¬ 
ship, as part of the loan 
process. 

Vision One offers full 
service banking exclu¬ 
sively to private practice 
optometrists and compa¬ 
nies that support inde¬ 
pendent optometry. 
Services include loans for 
practice purchase, 
improvements, equip¬ 
ment and commercial 
real estate; in addition to 
federally insured deposit 
accounts for business or 
personal use. 

Additional informa¬ 
tion is at 

www. visionone. org. 
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Paragon offering 
CRT certification 


P aragon Vision 

Sciences will host 
certification semi¬ 
nars at the upcoming 
International Vision 
Expo East conference for 
practitioners wanting to 
prescribe Paragon 
CRT®. The 
International Vision 
Expo East conference 
will be held in New 
York City, New York 
March 10-13, 2005. 

Paragon CRT is the 
first and only FDA- 
approved contact lens 
for overnight corneal 
reshaping with 
Proximity Control 
Technology® and the 
only lens with an exten¬ 
sive and proven patient 
track record. 

Approved for all 
ages. Paragon CRT is 
the ideal vision correc¬ 
tion option for con¬ 
sumers desiring free¬ 
dom from daytime con¬ 


tact lenses and specta¬ 
cles yet preferring a 
non-surgical vision cor¬ 
rection alternative. 

Practitioners attend¬ 
ing International Vision 
Expo East have the 
opportunity to join John 
L. Schachet, O.D., who 
is in private practice in 
Englewood, CO, for the 
COPE-approved 
Paragon CRT seminars. 

Practitioners attend¬ 
ing the seminars will 
receive expert clinical 
training, practice man¬ 
agement tips, and the 
required certification to 
begin fitting Paragon 
CRT. The courses will 
cover basic instruction 
and certification on the 
design and prescribing 
of Paragon CRT fol¬ 
lowed by the FDA- 
required certification 
test. 

Visit 

www.paragoncrt. com. 




In collaboration with Safilo, Marc Jacobs has 
unveiled frames characterized by "simple 
and minimalist lines/' underscored by classic 
colors for more masculine models and deli¬ 
cate hues for women's frames. The look 
alternates large square designs with soft¬ 
ened or rounded corners and oval designs. 
Temples are personalized by tiny rectangu¬ 
lar plates in gold colored metal embedded 
next to the hinge, bearing the Marc Jacobs 
label. Visit www.marcjacobs.com. 



CIBA donates to 
AMD charity 

Age-related macular degeneration (AMD) is 
the most common cause of irreversible vision loss 
for people over the age of 60. 

In acknowledgement of the impact AMD has 
on vision care, CIBA Vision has made a donation 
to The Macular Degeneration Partnership (MDP). 

The MDP is a non-profit organization made 
up of patients, families, researchers, physicians, 
industry partners and workers in the fields of 
vision and aging, who work to provide up to the 
minute information about AMD to the public, to 
support research and to coordinate advocacy 
efforts. 

"The Macular Degeneration Partnership esti¬ 
mates that as many as 21 million Americans will 
have AMD by the year 2020," said Rick 
Weisbarth, O.D., vice president of Professional 
Services for CIBA Vision North America. 

"CIBA Vision is pleased to support the work 
of the MDP in their efforts to help the world cope 
with and overcome AMD." 

For more information on AMD or the Macular 
Degeneration Partnership, visit www.omd.org. 


The Ray-Ban Junior Sun Collection 
Spring/Summer 2005 is designed to meet 
the needs of younger eyewear users. 
Sports-oriented, assertive styling and strong 
lines are the keynotes of this injection-mold¬ 
ed plastic model with polycarbonate lenses. 
The RJ 209IS is available in six new colors. 
The Ray-Ban logo is printed on the arms. 
Visit www.ray-ban.com. 



The latest Luxottica Collection offering fea¬ 
tures classic men's styling in lightweight tita¬ 
nium. A larger, full-rim frame ideally suited 
for the mature consumer, LC 1353T sports a 
double brow bar and square lenses with 
softened edges. Thin, sleek metal temples 
add to the frame's spare profile. LC 1353T 
is available in two sizes - 54/18/140 and 
56/18/140. The color palette is traditional 
in shades of gold, satin black, steel and 
cafe. Visit www.lujcottica.com. 
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Calendar 

SNOWVISION March 16-19, 

2005 Marriott Resort and Spa, 

Vail 866/658-1772 
www.revoptom.com/ 

April 

IOWA OPTOMETRIC 
ASSOCIATION ANNUAL 
CONGRESS April 1-3, 2005 

SOUTHERN COLLEGE OF 
OPTOMETRY SPRING 
CONTINUING EDUCATION 
PROGRAM 


March 

19TH ANNUAL EYE SKI 
CONFERENCE March 6-11, 
2005 Lodge at Mountain Village 
Park City, Utah 

Tim Kime O.D. 419/ 475-6181 

tandbkime@buckeye-express.com 

www.eyeskiutah.com 

GLAUCOMA AND RETINA 

IMAGING STRATEGIES 

FOR COMPREHENSIVE DISEASE 

MANAGEMENT 

March 6, 2005 

Illinois College of Optometry 

Lecture Center 

Contact Ms. Connie Pietrzak, 
312-949-7080. 

LAS VEGAS 2005 March 9-11, 
2005 Las Vegas, NV Ann Larsen 
314-516-5948 University of MO- 
St. Louis College of Optometry & 
Ophthalmic Education Institute 
314/516-5615 
ellerbusch@umsl.edu 
www.umsl.edu/~optometry.html 

OCULAR THERAPEUTICS IN 
CANCUN March 9-13, 2005 
Fiesta Americana Condesa 
Dr. Litwak 410/472-4240 
ocular9@aol.com 
Drs. Jim Thimons, Tony Litwak, 
Rob Wooldridge 
www.oculartherapeutics.com 

INTERNATIONAL VISION EXPO 
EAST, March 10-13, New York 
www.visionexpoeast.com 

TROPICAL SEA E KEY WEST 
2005 March 16-22, 2005 Key 
West Kathie Yates 281/992- 
0002 kathie@tropicalseae.com 
David Bright O.D., 

John McGreal O.D. 
www.tropicalseae.com 


OPTOMETRIC PHYSICIANS OF 
WASHINGTON ANNUAL 
CONVENTION March 16-19, 
Bell Harbor International 
Conference Center, Seattle, (425) 
455-0874, opw@eyes.org 
www.eyes.org 

NEW JERSEY CHAPTER OF THE 
AMERICAN ACADEMY OF 
OPTOMETRY GOLF CONFER¬ 
ENCE, March 16-20, Hilton 
Embassy Suites at Kingston 
Plantation, Myrtle Beach, SC 
732/920-0110, Fax 732/920- 
7881, dhl2020@aol.com 

NEUROOPTOMETRIC 
REHABILITATION ASSOCIATION 
NORA ANNUAL MEETING 
March 18-21,2005 Palmer 
House Hilton Chicago, IL 
Dr. Kevin M. Chauvette 
603/ 424-0404x17 

SOUTHWEST COUNCIL OF 
OPTOMETRY EDUCATIONAL 
CONFERENCE AND 
EXPOSITION 
March 18-20, 2005 
Hotel Intercontinental-Dallas 
swco@optometry. u h-ed u. 

Niki Bedell 713/743-1856 fax: 
713/743-6541 www.swco.org 

CRUISE THE CARIBBEAN 
March 19-24, 2005 
Departs from Miami,cruising to 
Grand Cayman & Ocho Rios, 
800/805-7245 
http://optometry.nova.edu/ce 

ASPEN-SNOWMASS VISION 
RETREAT March 20-22, 2005 
Timberline Lodge and 
Condominiums Upper Snowmass 
Village Ann Denney 800/525- 
2052 x657 

eyeski@integrity.com 314/351- 
3499 fax: 314/351-4917 
http:/ / www.eyeski .com 


Embassy Suites Hotel Des 
Moines, IA Chris Halsten 
515/222-5679 
chrish@iowaoptometry.org 
fax: 515/222-9073 
www.iowaoptometry.org 

THE BUSINESS OF EYE CARE 
FORUM 

Radisson Penn Harris Hotel 
Presented by Cleinman 
Performance Partners 
Sponsored by the Pennsylvania 
Optometric Association 
April 3, llene Sauertieg 
(717) 233-6455 
llene@poaeyes.org 
www.poaeyes.org 

April 7 Binocular Vision 
and Pediatrics Forum, includ¬ 
ing Diagnosis & Management of 
Visually-Related Learning 
Problems and A Model for 
Managing Vision Therapy Cases 
April 8 Children's Learning 
Forum 

including Lessons from the child¬ 
hood programs of Reggio Emilia, 
Italy; and Unseen Visual 
Problems, Unmet Needs Holiday 
Inn on the Lane, Columbus, OH 
Dr. Marjean Taylor Kulp 
614-688-3336 
Fax 614-247-6907 
kulp.6@osu.edu 
http.optometry.osu.edu 

KANSAS OPTOMETRIC 
ASSOCIATION CONVENTION 
April 13-16, Capitol Plaza 
Hotel 785/ 232-0225 
todd@kansasoptometric.org 
fax: 785/ 232-6151 

TROPICAL SEA E COSTA RICA 
2005 April 15-17, 2005 
Kathie Yates Executive Director 
281/992-0002 
kathie@tropicalseae.com 
fax: 281/ 992-7621 
www.tropicalseae.com 


April 16-17, 2005 
Memphis, TN 
(901) 722-3216 
ce@sco.edu 
www.sco.edu 

UNIVERSITY OF CALIFORNIA, 
BERKELEY MORGAN 
SYMPOSIUM/SARVER SERIES 
April 15-17 

Nyla Marnay Continuing 
Education Office Manager 
800-827-2163 
optoCE@berkeley.edu 
www. optometry, berkeley.edu 

MID AMERICA VISION 
CONFERENCE, UMSL, 

Sunday, April 17, 2005 spon¬ 
sored by University of MO-St. 
Louis College of Optometry & 
the Ophthalmic Education 
Institute "Imaging Techniques 
To Understand Human Brain 
Functions" Lis Ellerbusch (314) 
516-5615 Ann Larsen (314) 
516-5948 

www.umsl.edu/~optometry.htm 

13TH ANNUAL SUNCOAST 
SEMINAR April 30 - May 1, 
2005 Hilton Clearwater Beach 
Resort sponsored by Pinellas 
Optometric Association (local 
affiliate society of the Florida 
Optometric Association) Philip 
G. Currey, O.D. (727) 442- 
5504 ldocl@aol.com 


May 


ASSOCIATION FOR 
RESEARCH IN VISION AND 
OPHTHALMOLOGY ANNUAL 
MEETING - Global 
Networking May 1-5, 2005 Ft. 
Lauderdale, FL 240/ 221- 
2900 arvo@arvo.org fax: 
240/221-0370 
www. a r vo. o rg / AM / 


Classified Advertising Information 

Classified advertising rates are $2.00 per word. This includes the placement of your advertisement in the classified section of the AOA 
NEWS Web site, AOANEWS.org, plus posting in the classified section of the AOA Member Web site, AOA.org. The AOA NEWS print 
edition is published 1 8 times per year (one issue only in January, June, July, August, November, and December; all other months, two 
issues). Posting on the AOA NEWS and AOA member Web sites will coincide with the AOA NEWS publications dates. There is a $40 
minimum charge per issue for NEWS classifieds. A phone number or e-mail address counts as one word. Boldface listings in AOA 
NEWS are an extra $2.00 per word. An AOA box number charge is $20.00 and includes mailing of responses. The envelope will be 
forwarded, unopened, to the party who placed the advertisement. E-mail or Web addresses may be placed in ad copy. Automated links 
to these addresses will be included at no additional charge for ads appearing on the AOA NEWS Web site. No automated links will be 
provided on the AOA member Web site. Payment for all classified advertising must be made in advance of publication, regardless of the 
number of times it is to appear. Please remit by check, MasterCard, VISA, or American Express. Be sure to include the expiration date 
and credit card number. Classifieds are not commissionable. All advertising copy must be received by mail at the AOA NEWS 
Classified Advertising, 243 North Lindbergh Blvd., St. Louis, MO 63141; by fax attn: Classified Ad Department at (314) 991-4101; or 
by e-mail to ALMiller@ aoa.org. Advertisements may not be placed by telephone. Advertisements must be submitted at least 15 days pre¬ 
ceding publication dates. All ad placements must be confirmed by the AOA—do not assume your ad is running unless it has been con¬ 
firmed. Cancellations and/or changes MUST be made prior to the closing date and must be made in writing and confirmed by the 
AOA. No phone cancellations will be accepted. Advertisements of a "personal" nature are not accepted. Call Fox Associates at (312) 
644-3888 for advertising rates for all display ads. 
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MIDO 2005 May 6-8, 2005 

j.albertoni@mido.it 

http://www.mido.com 

MONTANA OPTOMETRIC 
ASSOCIATION ANNUAL 
EDUCATIONAL CONFERENCE 
& EXPOSITION May 11-14, 
2005 Holiday Inn, Bozeman 
Montana Sue A. Weingartner 
406/ 443-1160 
suew@mteyes.com 
fax: 406/ 443-4614 
http://www.mteyes.com 

73rd Annual Conference on 
Light and Vision. College of 
Syntonic Optometry, Inn and 
Spa at Loretto, Santa Fe, NM. 
Cathy Stern, O.D., 781-575- 
0057, 

success@myvisiondoc.com 

NEW MEXICO OPTOMETRIC 
ASSOCIATION ANNUAL 
CONVENTION May 13-15, 
2005 Richard Montoya 505/ 
751-7242 fleece@laplaza.org 
fax: 505/ 751-7243 

MOUNTAIN WEST COUNCIL 
OF OPTOMETRISTS MWCO 
May 1 9-22, 2005 Bellagio 
Hotel, Las Vegas, 888/ 376- 
6926 Special room rate 
reserved at the Bellagio - Call 
888/ 987-8686 
http:/ / www.mwco.org 

9TH ANNUAL CLINICAL EYE 

CARE CONFERENCE & 

ALUMNI WEEKEND 

NOVA'S GREATEST HITS: 

Volumes 1 & 2 

May 20-22, 2005 

Ft. Lauderdale, FL 

Contact: Shakara Rosenbaum 

(954) 262-4224 

ocoe@nsu.nova.edu 

http://optometry.nova.edu/ce 

June 

ANNUAL MEETING 
OREGON OPTOMETRIC 
PHYSICIANS ASSOCIATION 
Wayne Schumacher 
503/ 654-5036 or 800-922- 
2045 FAX 503/ 659-4189 
oopa@assomgt.com 
oregonoptometry.org 
June 2-4, 2005 
Salishan Lodge & Golf Resort 
Glenden Beach, OR 

UTAH OPTOMETRIC ASSOCI¬ 
ATION ANNUAL CONVEN¬ 
TION 

Clive E Watson, E.D. 

801/364-9103 

801/364-9613 Fax 

uoa@xmission.com 

www. u ta h ey ed oc. o rg 

June 2-5, 2005 

The Canyons Resort, Park City 

Utah 

ANNUAL CONVENTION 
OPTOMETRY ASSOCIATION 
OF LOUISIANA 


Teche 1 Doyle 

318/ 335-0675 or 888/ 388- 

0675 Fax 318/ 335-0677 

optla@bellsouth.net 

June 2-5, 2005 

Hyatt Hotel New Orleans, LA 

NORTH CAROLINA 
OPTOMETRIC ASSOCIATION 
Sue Gardner 
252/237-6197 
Fax 252/ 237-9233 
n ceyeca re @a o I. co m 
www.wvoa.com 
June 3-5, Embassy Suites 
Myrtle Beach, SC 

ANNUAL OCULAR DISEASE 
UPDATE 

NORTHEASTERN STATE 

UNIVERSITY COLLEGE OF 

OPTOMETRY 

Lisa McCormick 

918/456-5511 x4033 

Fax 91 8/ 458-2104 

mccormil@nsuok.edu 

http://arapaho.nsuok.edu/ 

'optometry 

June 3-5, 2005 

Branson, MO 


SUNDAY CE PROGRAM 

MARYLAND OPTOMETRIC 

ASSOCIATION 

Megan Holmes 

410/ 752-3318 

410/ 752-8295 FAX 

moa@assnhqtrs.com 

www.marylandeyes.com 

June 5, 2005 

BWI Marriott 


MIDDLE ATLANTIC CONTINU¬ 
ING EDUCATION CONFER¬ 
ENCE AND ANNUAL CON¬ 
VENTION: VIRGINIA 
OPTOMETRIC ASSOCIATION 
June 9-12 Williamsburg 
Marriott, Williamsburg VA 
Bruce B Keeney, Sr. 

804/ 643-0309 
804/ 643-0311 
VOAEyeDocs@aol .com 
www. voa eyed ocs.org 

JOINT CONFERENCE ON 
THEORETICAL AND CLINICAL 
OPTOMETRY VISION A COL¬ 
LABORATION OF EYES AND 
BRAIN: 

OPTOMETRIC EXTENSION 
PROGRAM FOUNDATION, 
Sally Corngold 
949/ 250-8070 
smcorngold@oep.org 
www.goaeyes.com 
June 9-13, 2005 
Pacific University 

SUMMER CONFERENCE 
MAINE OPTOMETRIC 
ASSOCIATION 
207/ 626-9920 
207/ 626-9935 FAX 
MOA.Office@ 

Ma i n e Eye Docto rs. co m 
www.MaineEyeDoctors.com 
June 10-12, 2005 
Atlantic Oakes Resort, 

Bar Harbor, Maine 


SUMMER CONFERENCE 
ALASKA OPTOMETRIC 
ASSOCIATION 
Lauren Caraghar 
907/ 770-3777 or 
877/ 693-2562 
907/ 272-7532 FAX 
akoa@alaska.com 
www.akoa.com/ 
education.dbm 
June 10-13, 2005 
Alyeska Prince Hotel and 
Resort; Girdwood, Alaska 

LEADERSHIP RETREAT 
MISSOURI OPTOMETRIC 
ASSOCIATION 
Zoe Lyle 
573/ 635-6151 
573/ 635-7989 FAX 
moopt@socket.net 
www.moeyecare.org 
June 10-12, 2005 
Country Club Hotel, 

Lake Ozark, MO 

CONTACT LENS PROGRAM 
SOUTHERN CALIFORNIA 
COLLEGE OF OPTOMETRY 
Susan Atkinson, 

714/ 449-7442 
714/ 992-7809 FAX 
satkinson@scco.edu 
www.scco.edu 
June 12, 2005 

Southern California College of 
Optometry 

COMPREHENSIVE CLINICAL 
LOW VISION CARE 
LIGHTHOUSE 
INTERNATIONAL 
Cathy Czeto OD 


212/ 821-9487 
212/ 821-9705 FAX 
cczeto@lighthouse.org 
www.lighthouse.org/ce 
June 14-16, 2005 
Lighthouse International, 1 1 1 
East 59th St., NY, NY 10022 

OPTOMETRY'S MEETING 
AMERICAN OPTOMETRIC 
ASSOCIATION 
Meetings Department 
243 N Lindbergh Blvd., 
St. Louis, Missouri 63141 
314/ 991-4100 x214, 
254, 251, 256 or 255 
Fax 314/ 991-4101 
www.optometrysmeet- 
ing.org 

200 hours of Continuing 
Education 
June 22-26, 2005 
Dallas, TX 

July 

AEA CRUISE SEMINARS 
Sponsors: Illinois Optometric 
Association, Chicago 
Northside Optometric Society, 
Advanced Eye care Associates 
Gulf of Alaska July 2-9, 2005 
Island Princess: Vancouver, 
Ketchikan, Juneau, Skagway, 
Glacier Bay, College Fjord, 
Whittier (Anchorage) Dr. Mark 
Rosanova, President 
888/ 638-6009 



Now Practitioners - 
jump-Start Your Career for Free! 


I Interested in jump-starting your 
P career? Don't miss AOA's New 
Practitioner practice management 
course at Optometry's Meeting™ in 
Dallas on June 25, 2005. You can 
attend for free since course fees are 

r paid in advance from a generous 
grant given by CIBA Vision, A 
Novartis Company. 

Attendees of this fast-paced pro¬ 
gram receive information about top¬ 
ics such as debt management, nego- 
|R& tiation tips, contracts, leases, financ¬ 
ing, billing and coding, technology, 
compartmentalizing and networking 
the practice. 

Also included: 

• Complimentary buffet lunch 
• Attendance prizes 
• Optometry's Career Center® 
(OCC) Update 

• Women's Issues in Optometry 
Panel 

Register for course #0310 at 
www.optometrysmeeting.org 

Or for additional information, 
contact LDSmith@aoa.org 
or 1-800-365-2219, extension 151. 
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SIGN UP SHEET 

What is InfantSEE™? 

InfantSEE™ will be a public health program 
designed to ensure that optometric eye and vision 
care becomes an integral part of infant wellness 
care to improve a child's quality of life. 

AOA is developing this program to stress the 
critical importance of the early detection, manage¬ 
ment, and treatment of ocular conditions and dis¬ 
eases. More than 4,000 ODs have signed on. 

Under this program, AOA Member 
Optometrists will provide a comprehensive infant 
eye assessment within the first year of life as a no 
cost public health service. 

An InfantSEE™ eye assessment will be an 
important new component of the infant health rou¬ 
tine that America's parents perform for their 
babies. 

InfantSEE™ will complement the wellness care 
that a baby receives at the pediatrician's office by 
broadening the review of an infant's vision and 
eye health status. 

What is the most recent news about the 
InfantSEE™ program launch? 

❖ Johnson and Johnson Vision Care, Inc. is our 
working partner for the InfantSEE™ program; with 
a five-year commitment to help us reach new par¬ 
ents and mothers-to-be. 

❖ Johnson and Johnson Vision Care, Inc. has 
agreed to provide start-up funding and other 
resources for the first two years to help with materi¬ 
als development, optometrist recruitment and train¬ 
ing, public awareness, promotion, and launch of 
InfantSEE™. 

❖ An InfantSEE™ State Leader training program 
is under way to provide outreach tools to state and 
regional leaders for the purpose of educating their 
peers about the program and encouraging their 
participation. The Vision Care Institute of Johnson 
& Johnson Vision Care, Inc. is graciously hosting 
this training at its new facility in Jacksonville, FL. 

Please fill out the information below to sign up as 
an InfantSEE™ Provider or register at 
www.aoa.org 

Name (please print):_ 

State: _ 

Phone:_ 

E-mail:_ 

Return the form to: 

Betsy Zatkulak 
InfantSEE™ Provider sign-up 
243 North Lindbergh Boulevard 
St. Louis, MO 63141 
FAX: (314) 991-4101 


The leading contact lens 
practitioners belong to the 
AOA CLCS: Shouldn't you? 

What is the Contact Lens and Cornea 
Section? 

The CLCS is a nationally recognized segment of the 
American Optometric Association (AOA). 

Who are members of the CLCS? 

Eye care professionals and optometry students who 
are dedicated to furthering their understanding in 
the field of contact lenses, refractive surgery, and 
the diagnosis and treatment of anterior segment dis¬ 
ease. 

What can CLCS do for you? 

First, provide timely clinical education, representa¬ 
tion with state and national government agencies, 
and be a recognized and trusted voice to the pub¬ 
lic for information on contact lenses and refractive 
technology. 

We'll provide you well-timed clinical informa¬ 
tion through our comprehensive monthly e-newslet¬ 
ter CLCS On-Line, and support the innovative edu¬ 
cational programming at Optometry's Meeting™. 

And, represent the interest of the CLCS mem¬ 
bers to the optometric profession, as well as outside 
government agencies, such as the FDA and FTC on 
issues affecting the optometric practice. 

Lastly, the section will provide you a national 
referral network, which you can use as a reference 
to refer and receive patients with other practitioners 
who are specialists like yourself. 

Summary of CLCS Membership Benefits 

Return on Dues Investment: 

❖ Monthly Electronic Newsletter 

❖ Membership Directory 

❖ Discount Coupon Book 

❖ Free CE hours 
Increased Professional Skills: 

❖ Annual and Regional CL Education 

❖ Resource Materials and Information 

❖ Clinical and Informational Alerts on subjects 
such as laws like the Fairness to Contact Lens 
Consumers Act. 

Peer Interaction: 

❖ Participation in CE activities 

❖ Involvement in CLCS Committee structure 

❖ Publication of clinical papers 

❖ Opportunities for leadership experience 

❖ Student Mentor Program 
Who the CLCS speaks to: 

❖ Governmental Agencies 

❖ The Media 

❖ State Legislative Action Groups 

❖ AOA Optometrists 

❖ Optometry Students 

❖ Other Health Care Providers 

❖ The Public 

Support the commitment to the professional diag¬ 
nosis, treatment and management of the contact lens 
patient. Join the AOA Contact Lens and Cornea 
Section TODAY! If you are a member, encourage a 
colleague to be a part of this growing organization. 
Contact: CLCS, Attn: Lila Rickard, Manager 
243 N. Lindbergh Blvd. St. Louis, MO 63141-7881 
(800) 365-2219, ext. 137 or 224 
FAX: (314) 991-4101 or ljrickord@AOA.org . 


1 8 • AOA NEWS 









Eluitvi FUihar 


“The” 

Coding Tool For Your 
Optometric Practice 

Updated with 100’s of code changes 

Codes For Optometry 2005 is an extensive listing of the 
codes that you need to make sure that your Medicare and 
third-party insurance claims are submitted properly. It is an 
invaluable aid for you and your staff in identifying diagno¬ 
sis, procedure, material codes and speeding up administra¬ 
tive procedures. The 8 1/2” x 11” perfect bound book is 
divided into four sections with both alphabetical and numer¬ 
ic listings for easy use. 


• Procedural Codes. Physician’s Current Procedural Terminology - (CPT 2005) 

• Diagnosis Codes. International Classifications of Disease - 9th Edition - 
Clinical Modification (ICD-9-CM) 

• Material Codes. Health Care Financing Administration’s Health Care 
Procedural Coding System (HCPCS) 

• Medicare’s National Correct Coding Initiative (CCI) Edits 


Receive both books for: 

Special Member Price 
$108.00* 

Non-Member Price 
$135.00* 


All shipping and handling, and applicable 
sales tax will be added. 




WAYS 
TO ORDER 


Codes For Optometry also includes both the 1995 and 1997 Documentation 
Guidelines For Evaluation and Management Services. 

Cpx® 2005 Standard A.M.A. a $62.95 value 

Easy to use, easy to read. The 2005 edition of the AMA’s Current Procedural 
Terminology (CPT®) official coding reference contains all CPT codes, modifiers and 
guidelines for 2005. Our book is the only one in the market with official CPT cod¬ 
ing rules and guidelines developed by the CPT Editorial Panel and used to define 
items that are necessary to appropriately interpret and report medical procedures and 
services. 

The Standard Edition features an efficient two-column format and an extensive 
index to help locate codes by procedure service, organ, condition, eponym and syn¬ 
onym, and abbreviations. 


Mail this completed order form to: American Optometric Association 

Attn: Order Department, 243 N. Lindbergh Blvd, St. Louis, MO 63141-7881 
Telephone toll-free (800) 262-2210 
FAX the completed form to: (314) 991-4101 
E-mai your order to JRPayne@AOA.org 


AOA Member 
Number 


□ Please send AOA 

membership information 


Name 
Name 
Title - 


SHIP TO (if different) 


Dr’s. Name. 


Address- 


Corp. Name 
Address- 


City/State/Zip 
Telephone (_ 


City/State/Zip 


FAX (_ 


E-mail or Web site: 


CREDIT ORDERS 

□ Bill me 

O Bill my company 


CHARGE TO 
□ MasterCard 

Card #_ 


□ American Express □ VISA 

_Exp. date_ 


ITEM 

QTY. 

TOTAL 

PRICE 













SUBTOTAL 

STATE SALES TAX 

TOTAL 





All shipping, handling, and applicable 
sales tax will be added. 


NO RETURNS ACCEPTED AFTER 30 DAYS 














































Ad Showcase 


Arizona Optometric Association 
Annual Congress 
March 31 - April 3, 2005 

Hilton El Conquistador Resort & Spa 
Tucson, Arizona 


Quality COPE Approved CE 
large Exhibit Hail 
Thursday, March 31 
Charitable Foundation Golf Tournament 
Friday Themed Dinner, 
Saturday Membership Meeting 


CPO and CPOA Certification Program 
& Additional Para CE 

Enjoy Tucson and Explore the 
Southwest Desert in Spring 

Reservations: 520-544-5000 or 1-800-HILTONS 
$145 Single/Double 


Please contact AzOA at 
602-279-0055; 800-346-2020; jane@azoa.org 


// 


HirThe Road - Pal 


ft 


We want you to enjoy the natural beauty of 
Grand Teton and Yellowstone National Parks. 

So after an excellent day of continuing education, 
please "hit the road" to the most beautiful place on earth. 


i 

r. 



Speakers: 
Dr. Michael DePaolis 
Dr. John McGreal 
Dr. Jerome Sherman 
Dr. Leonid Skorin 


For more information about our 
18 hour doctor program, exhibits, 
and paraoptometric program, in 
beautiful Jackson Hole, Wyoming 
scheduled for July 21-23, 2005, 
please contact us at: 

Northern Rockies 
Optometric Conference 

716 Randall Ave., Cheyenne, WY 82001 
Ph: 307/637-7575 
Fax: 307/638-8472 

www.NROCmeeting.com 




^McGreal *Smythe ^Szczotka ^Wooldridge 

Special room rate reserved at the Bellagio for our attendees! 

Call 888-987-8686 

Mention MWCO to receive soecial rate 



Questions 

please contact 

Tracy Abel at 888.376.6926 or 
email tracyabel@earthlink.net 
http://www.mwco.org/ 


NEED SOFTWARE? GET THE BEST! 

practice 

management 

software 

■_ 

- * 

See how easy 
it is with 
Eyecom 2 's 
USER-FRIENDLY 
software! 

' WL' 


Isn't it time for your practice to 
go ? 

A 

To receive a free trial demo call 
us at 800-788-3356 or visit 

/ \ 

Zyecom 2 

OPTOMETRIC SOFTWARE 


Designed and supported by 
eyecare professionals since 1985 
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Presented by: Office of Continuing Optometric Ed 
NOVA SOUTHEASTERN UNIVERSITY COLLEGE OF 
3200 South University Drive, Ft. Lauderdale, Florida 

For more information: Shakara Rosenbaum, B.A., 
Office of Continuing Optometric Education 
954.262.4224 or email at ocoe@nsu.nova.edu 


* 

NSU 


http://optometry.nova.edu/ce 


9th Annual Clinical Eye Care Conference 
& Alumni Weekend 

NSUis Greatest Hits: Volumes 


This conference is made possible through educational 
provided byAlcon/E, Vstakon/E (a Division of Johnson 
Vision Care, Inc.), and AMO/E (Advanced Med 


Tax Time Is Here! 


Nation’s Largest OD Tax Service 


Currently serving ODs in 26 
states, our firm of 18 CPAs 
has developed a specialty 
practice focused on the tax, 
accounting and QuickBooks® 
needs of private practice 
optometrists across the 
country. 

While most CPAs work with 
only one or two optometrists, 
we see literally hundreds of 
OD tax returns each year. 
Because of that, we have 
acquired an in-depth working 
knowledge of the specific tax 
laws and regulations affecting 
an optometric practice. 

This allows us to provide ODs 
with cost-effective, yet highly 
professional advice on the 
best ways to save tax dollars 



based on your specific gross, net and 
stage of practice. 

Maximize Your 2004 Tax Savings 

Contact Ken Hicks, CPA, at 601.636.0096 
or odtaxservice@maycpa.com today 
for more information on our Tax Return 
Preparation Service and how May & 
Company can save you money. Your 
first consultation is absolutely FREE! 


Mny [1-^ (.jcmpnnyC 


We Know Optometry! 

601.636.0096 

odtaxservice@maycpa.com 


In Conjunction With 

Hayes Consulting 

Business Advisors To Optometrists 



PRACTICE APPRAISAL 

and/or Buy/Sell Assistance 

John Gay & Associates - tt 1 

John Gay, LLD r RFC, CEP has completed oue t 1.200 
Ophthalmic Practice Appraisal* and Has assisted vrilh over 
1300 Buy/Sell5- since 1900. 


Call for your appraisal 
or assistance today: 


303 - 692-8001 

Denver, CO 



PRACTICE SUCCESS 

What did these very successful 
doctors have In common? 

John oay, THE CONSULTANT" 

Dr. Goldberg, VA S13SK to over $1 Million 
Dr. Jose. IA 5120K to over 1.2 Million 
Or. Cockrell, OK $420K to over $3 Million 
Dr. Jehling. MO $270K to Over $23 Million 


StartVour CAREER SUCCESS 
Today. Vou Deserve II. 

can John Gay & Associates 


303 - 692-8001 

Denver. CO 



We see an upgrade in your future 


Vision Expo East • March 11-13 • Booth ET3209 


As an AOA-Approved Provider, GreatAmerica looks 
forward to serving your financing needs. 

Zero-Down, 90-Day Deferred, and Custom Programs 

for acquiring Equipment, Practice Management Software, 
Furnishings, and More! 

800-314-7737 

See you at Vision Expo East! 


GreatAmerica 

5mbi leasing corporation 
HARD WORK • INTEGRITY • EXCELLENCE 


I American Optometric Association 
® Approved Provider 
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Ad Showcase 



A different Type of Continuing Education from ICO... 
Comtemporary learning with the Latest in Instrumentation. 

The CE Calender has a lot of choices for optometrists, but save this date for a unique 
educational experience. The Illinois College of Optometry, with educational support from 
Carl Zeiss and Alcon Labs, is offering six hours of continuing education with hands-on 
workshops. 


Glaucoma and Retina Imaging Strategies 
for Comprehensive Disease Management 
Sunday, March 6,2005 


Illinois College of Optometry Lecture Center 
Lecturers: Michael Chaglasian, O.D., Leonard Messner, O.D., Robert Prouty, O.D. 


The course will offer four hours of T.Q. CE and two hours of CE for a total of six hours. Cost: $150.00 for six hours 
($100 for four T.Q. hours and $60 for two regular hours). Lor more information, contact Ms. Connie Pietrzak, 
Director of Alumni Relations and Continuing Education at 312-9497080. 

8:00 a.m. Registration with continental breakfast 

9:00 a.m Lectures 

12:00 p.m. Lunch 
1:00 p.m. Case Studies 

2:00 p.m. Two hour workshops featuring the technologies 

of OCT, GDX, Matrix and others 



"TO% Your Winning Team!" 
2005 ‘Annuaf Convention 


f.o.aJ 

r r-.'J- ^ jr* r-J r U 


July 21-24,2005 


The Loews Miami Leach Hefei 
Miami Eeach, Tlerida 


"FOA Members" Register on-line at www.floridaeves.ora 
before "March 15th" for "free" convention registration** 

Exhibit Hall Friday and Saturday 

Approx. 26 Hours of CE, including AIDS, Jurisprudence, & Medical Errors, and TQ 

Don’t forget to sign your staff up for 7 Hours of CE offered on Saturday 
for Ophthalmic Professionals (Paraoptometrics) 

Contact Kellie Webb at Kellie@floridaeyes.org or go to our website 
www.floridaeyes.org for more info 

**This does not include CE fee of $95.00 



Illinois College of Optometry 
FACULTY POSITIONS 

The Illinois College of Optometry invites applications for full-time and part-time 
faculty positions in the: 


Comea/Contact Lens Service • Primary Care Service • Basic and Health Science Department 


The clinical positions may include significant didactic responsibilities depending upon the 
experience of the applicant. The desired candidate will be residency trained or have a Ph.D. 
degree where applicable. 

Applicants for clinical positions must be graduates of an accredited school or college of optometry 
and be eligible for state licensure in Illinois and qualify for privileges at the Illinois Eye Institute, 
the College's clinical facility. Candidates should demonstrate an active record of participation and 
excellence in teaching and research. Rank and salary will be commensurate with experience. 

A letter of intent, current curriculum vitae, and the name and address of three professional ref¬ 
erences should be submitted to: 


Laura Rounce 

Vice President for Human Resources and Physical Resources 
Illinois College of Optometry • 3241 South Michigan Avenue 
Chicago, IL 60616 • e-mail: lrounce@eyecare.ico.edu 

The Illinois College of Optometry is an Equal Opportunity Employer 




FULL-TIME FACULTY POSITION AVAILABLE 

The University of Alabama at Birmingham, School of Optometry, Department of 
Optometry, invites applicants for a faculty position available Summer 2005. This 
position is at the rank of assistant professor or associate professor, or for the 
exceptional candidate, professor. The position is tenure-earning, nontenure-earn¬ 
ing, or tenured, depending on the candidate's qualifications. 

Applicants for this position in the Department of Optometry must possess the Doctor of Optometry 
degree and have completed an ACOE accredited residency program or have had substantial contact 
lens experience. Evidence of an ability to develop in the area of patient care and research is impor¬ 
tant. The successful candidate will have teaching responsibility in both the clinic as well as didactic 
teaching programs. In addition, this position may offer the opportunity to serve as Director of the 
Cornea/Contact Lens Service and supervisor of the Cornea/Contact Lens residency program. 

A curriculum vitae, statement of clinical teaching and research interest, and names and address¬ 
es of three professional references should be sent to: 

Jimmy D. Bartlett, O.D., Interim Chair, Department of Optometry 
School of Optometry, University of Alabama at Birmingham 
1716 University Boulevard, Birmingham, A1 35294-0010 

Applications will be accepted until March 15, 2005 

For further information, call Dr. Bartlett at (205) 934-6764 
The University of Alabama at Birmingham is an Affirmative Action Equal Opportunity Employer 



Part-Time Pediatric Faculty Position 

The University of Alabama at Birmingham, School of Optometry, 
Department of Optometry, invites applicants for a part-time, non-tenure 
earning faculty position at the rank of Clinical Assistant Professor or Clinical 
Associate Professor, available Spring 2005. The applicant for this position in 
the Department of Optometry must possess the Doctor of Optometry degree and have 
completed an ACOE accredited optometry pediatric residency program or have had sub¬ 
stantial pediatric experience. The person selected for this position will have primarily clin¬ 
ical teaching responsibility. A current curriculum vitae, statement of clinical teaching 
interests, and names and addresses of three professional references should be sent to: 

Jimmy D. Bartlett, O.D., Interim Chair, Department of Optometry 
School of Optometry, University of Alabama at Birmingham 
1716 University Boulevard, Birmingham, Alabama 35294-0010 

Applications will be accepted until March 15, 2005 

For further information, call Dr. Bartlett at (205) 934-6764. 

The University of Alabama at Birmingham is an Affirmative Action Equal Opportunity Employer 
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CLINICAL FACULTY POSITIONS 



The New England College of Optom¬ 
etry is inviting applications for non¬ 
tenure track clinical faculty in the 
areas of primary care and commu¬ 
nity health. 



Institute 


Responsibilities will depend upon the qualifications and interests of 
the applicant, but will include clinical care and laboratory teaching. 
Faculty also serve as members of the professional staff of The New 
England Eye Institute, the clinical network of the College and may 
provide care in a variety of settings including community health cen¬ 
ters, hospitals and other health facilities in the greater Boston area. 

Required qualifications include an O.D. degree, advanced educa¬ 
tional credentials (e.g. residency, MS, Ph.D., MPH, etc) or equivalent 
experience, and eligibility to be fully licensed in Massachusetts. The 
successful applicant will have a demonstrated commitment to 
excellence in clinical care, community health and a clear potential to 
assume a leadership role in dynamic health care and educational 
environments. Faculty rank and salary will be commensurate with 
experience. 

Applicants should submit a letter of application and curriculum 
vitae by 3/15/2005 to: 

Dr. Clifford Scott, Chair 
Department of Community Health 
c/o Office of Academic Affairs 
New England College of Optometry 
424 Beacon Street. • Boston, MA 02115 



Are yau buying or selling 
a practice? 


Marian Bbckwnl, MBA.AJBA 
rttABdmAL&m 


_ 1 r practice? 

Lai BtadLweOConsUbng hrtp lacilnabt- a ptmffl 
Irar&aclicn. ara accradiled business 
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Value Enhancement Services- 
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POPULAR LEASING. 

A Subsidiary of Banco Popular North America 


Optometric Equipment Leasing 

Always Low Bank Rates <* No Early Payoff Penalties 

Visit Vision Expo East Booth ET33o8 for 
Credit Approvals While You Shop the Show! 
Dave Levine — 800.810.1153 


Documentation Fees 
Waived for AOA Members 

www.PopularLeasingUSA.com 


-milk 

Hill? 


American Optometric Association 
Approved Provider 
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Visit AOA NEWS Online at 
www.AOANEWS.org 
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Classifieds 


PROFESSIONAL OPPORTUNITIES 


ALL STATES - PRACTICES FOR SALE and 100% 
FINANCING plus working capital. Largest 
database of Sellers/Buyers. Confidentially 
maintained. Buyers are prequalified. Seller 
receives free valuation, free internet advertis¬ 
ing. Successful transition is guided by 30 yrs. of 
professional experience. Visit our website for 
current listings. Call ProMed Financial, Inc. 
888/277-6633. www.promed-financial.com 

ALASKA - Sitka. FT Clinical Optometrist. 
Please go to WWW.search.org to view vacan¬ 
cy and to apply online. Contact 907/966-8497. 
E-mail jobs@search.org 

COLORADO - SE Denver. Full scope 15 yr. old 
part time practice. Appraised at 210K, asking 
135K. Much growth potential. For details 
e-mail Dharman1@aol.com 

CONNECTICUT - New Milford and Waterbury 
Areas. Growing Optometry practice has PT 
positions available in the New Milford and 
Waterbury areas. We offer excellent compen¬ 
sation, established patient base and a flexible 
schedule. Fax CV to 866/657-5400, email to car- 
ing@healthdrive.com or call toll-free 877/724- 
4410. 

California, SF. Gross $430,000 on 4 days. 
Beautifully designed office. Spanish speaking. 
New Jersey-Bergen County, Gross $360,000 on 
25 OD hours/wk. Ohio. Montgomery County. 
Gross $1,200,000, two locations. Coming soon 
practices in SW Colorado and Wayne County, 
PA. www.Transition-consultants.com 800/416- 
2055. 

FLORIDA - Orlando, Ft. Myers, Cape Coral, Pt. 
Charlotte, Brandon, Bradenton. FT/ PT. 

Lucrative guaranteed daily rate. Incentives 
and bonuses. Travel pay. 954/579-6662. 
dreshannon@aol.com 

FLORIDA - Tallahassee. Established Optom¬ 
etry practice and location with stable client 
base. Great Staff. 2 full exam lanes and lab. 
Revenues of 500K. For more details, call Jon 
Thomas at 850/893-3130 ext. 206. 

HAWAII - Honolulu. Hawaii Permanente 
Medical Group/Kaiser Permanente: Hawaii's 
most established multi-specialty group of over 
400 physicians, including twenty optometrists 
and ten ophthalmologists, seeking a 
Comprehensive Optometrist with TPA certifi¬ 
cation, practice based on Oahu and position 
requires covering peripheral clinics including 
neighbor islands. The position is immediately 
available. Applicant must have training and 
experience in the latest optometric tech¬ 
niques and commitment to quality care, 
patient advocacy, and involvement in patient 
and professional education. Competitive 
salary, excellent benefits, relocation assis¬ 
tance and more. Send CV to: Physician 
Recruitment, HPMG, Dole Cannery Square, 
501 Alakawa Street, Suite 255, Honolulu, HI 
96817-5764 or FAX 808/432-4620; Email: 
Maxine.M.Miyakawa@kp.org EOE. 

ILLINOIS/MISSOURI. Optometrists needed for 
OD/MD full scope state-of-the-art practice. 
Great opportunity, area universities, hiking, 
lakes, hunting, wineries, wonderful schools, 
shopping, restaurants. Call 800/344-7058. 



INDIANA - Indianapolis. Medical/surgical 
optometric referral center seeking OD with 
residency training or 2 years disease/post op 
care experience. Fax CV to 317/921-6614 or 
contact Jim Hunter, O.D. 317/925-2200. 

INDIANA-Southern. Solo Practice. Excellent 
location and excellent reputation. Fair Market 
Value - $74,700.00. CONTACT PRACTICE BRO¬ 
KER RICHARD S. KATTOUF, O.D., 800/745-3937. 

MASSACHUSETTS - Boston, Cape Cod and 
Worcester Areas. Growing Optometry prac¬ 
tice has Full-time and part-time positions 
available in the Boston, Cape Cod and 
Worcester areas. We offer excellent compen¬ 
sation, established patient base and a flexible 
schedule. FT benefits include paid malprac¬ 
tice, health & dental insurance, 401K, etc. 
Fax CV to 866/657-5400, email to caring@ 
healthdrive.com or call toll-free 877/724-4410. 

NEVADA - Northwestern. Close to Reno/ 
Tahoe - great outdoors area! Busy private 
practice for sale in a growing community just 
east of Reno. Will consider associate for even¬ 
tual practice takeover. Full scope optometry, 
300K on 3.5 days per week. E-mail: doctormmm 
@charter.net 

NEW JERSEY - Central. Established solo 13- 
year practice, full scope, great location. 
Doctor's personal circumstances necessitate 
sale. Call 732-381-1433 or E-Mail: fceye942 
@aol.com 

NEW JERSEY - Toms River and Freehold 
Areas. Growing Optometry practice has part- 
time positions available in the Toms River and 
Freehold areas. We offer excellent compensa¬ 
tion, established patient base and a flexible 
schedule. Fax CV to 866/657-5400, email to 
caring@healthdrive.com or call toll-free 877/ 
724- 4410. 

NEW MEXICO - Silver City. 34 year practice 
for sale. Will consider associate. Net 200K. 
Beautiful high desert climate at 6000 feet adja¬ 
cent to the Gila wilderness hunting and fish¬ 
ing. State university in town. Call after 6 P.M. 
mountain time. 505/388-1769. 

NEW YORK - Adirondacks. Eye Care for the 
Adirondacks is seeking a full-time Optometrist 
for our Malone office. Our staff presently 
includes 4 ophthalmic assistants, 1 reception¬ 
ist, an office manager, a certified optician and 
a new optical dispensary. We are a state-of- 
the-art facility (4,100 sq. ft.) with 6 Haag-Streit 
lanes. The office is equipped with Yag and 
Argon lasers, NFL equipment, Fundus photog¬ 
raphy system, Zeiss Visual Field machine and 
a pachymetry unit. Competitive salary and 
benefit packages are available. Malone, New 
York is located in the heart of the scenic 
Adirondack Mountains. Malone is a quality of 
life community, one hour from Montreal, 
Canada, Plattsburgh, Lake Placid and Saranac 
Lake, New York. Please send CV to: fayem 
@eyecareadk.com 

NEW YORK - Tri-State Region. Optometrist 
needed: Highly capable, full time Optometrist 
needed by July 2005 or sooner. Practice with¬ 
in 1 hour of New York City. Highly-respected, 
established practice with large referral base 
and state-of-the-art equipment. Excellent 
salary and benefits package. Serious candi¬ 
dates only. Please send CV: jenntse@ 
warwick.net OR fax 570/409-0316. 


NORTH CAROLINA - Raleigh/Durham Area. 

Multi-site Optometric practice seeks North 
Carolina certified Optometrist in the growing 
and diverse Raleigh/Durham area. We offer a 
lucrative income opportunity, paid vacation, 
health insurance, 401K, Flexible Spending 
Plans and more. All inquiries should be for¬ 
warded to nmcwright@ecanc.com. Or fax 
919/861-0120 www.ecanc.com 

PENNSYLVANIA - Central. Solo Practice for 
Sale. Gross 300-350K, net 120-150K. Prime 
location in resort area. 4 to 5 days/wk. Lab on 
site. Trained staff & all good equipment. Dr. 
has cancer, must sell. Fax: 814/371-7784. E- 
mail: Kairysod@penn.com 

SELLERS NEEDED. PRACTICES FOR SALE, 

including NEW on the market FLORIDA GULF 
COAST, MISSISSIPPI, COLORADO, PENNSYL¬ 
VANIA / SELLERS NEEDED FOR BUYERS 
SEEKING PRIVATE PRACTICES IN - Tampa, 
Orlando, Richmond, Cincinnati, Knoxville, 
Charlotte, Columbus, and elsewhere through¬ 
out the U.S. Call Sandra Kennedy at National 
Practice Brokers 800/201-3585. 

TENNESSEE - Nashville. Vanderbilt University 
Medical Center Faculty Position. The 

Department of Ophthalmology and Visual 
Sciences invites applications for a faculty 
appointment at the Vanderbilt Eye Institute. 
The Vanderbilt Eye Institute is a comprehen¬ 
sive, multi-disciplinary setting that provides 
subspecialty care in retina, cornea, glaucoma, 
pediatrics, neuro-ophthalmology, oculoplas¬ 
tics, refractive surgery, contact lenses, and 
low vision. The successful applicant will pro¬ 
vide comprehensive optometric care, includ¬ 
ing contact lenses and low vision. Clinical time 
will also be dedicated to patient care within 
the Department of Veterans Affairs Medical 
Center, Tennessee Valley Healthcare System. 
Additional responsibilities include didactic 
instruction, scholarly activity, and an interest 
in collaborative research. Candidates should 
have a doctorate in optometry (O.D.), and res¬ 
idency training or experience in an advanced 
care setting. Eligibility for full licensure in the 
state of Tennessee is required. Applicants 
should submit a letter of intent and current CV 
to: Paul Sternberg, M.D., Professor and Chair, 
Department of Ophthalmology and Visual 
Sciences, Vanderbilt University Medical 
Center, Suite 8000, Medical Center East, 
Nashville, TN 37232-8808. 

VIRGINIA - Roanoke. Two office practice, full¬ 
time associate position. Salary and benefits. 
Contact Rita 540/989-4114. 

VIRGINIA - Southeastern. Busy, full-scope 
practice for sale. No optical. Appraised at 
$40K. Asking $20K or best offer. Seller needs to 
move now. Contact Jennifer Beer, O.D. 
757/348-3749. 

WISCONSIN - Madison, Milwaukee, Eau 
Claire & Stevens Point Areas. Growing 
Optometry practice has FT and PT positions 
available in the Madison, Milwaukee, Eau 
Claire & Stevens Point areas. We offer excel¬ 
lent compensation, established patient base 
and a flexible schedule. FT benefits include 
paid malpractice, health & dental insurance, 
401K, etc. Fax CV to 866/657-5400, email to car- 
ing@healthdrive.com or call toll-free 877/724- 
4410. 



EQUIPMENT FOR SALE/WANTED 


PRETESTING TABLES, EQUIPMENT AND 
MORE. Need equipment? We will find it and 
save you hundreds, even thousands. New and 
Used. Tables, chairs, stands, Autorefractors, 
Slitlamps & Lab. If we don't have we will find. 
Phone 800/522-2275. It pays to shop! 

WWW.EYECAREAUCTIONS.COM It's as easy 
as 1, 2, 3... to Bid, Buy and Sell your new and 
used ophthalmic equipment online. It's always 
free to list your items and almost as cheap to 
sell. Check us out and start making money on 
your unused equipment instruments and sup- 
plies.WWW.EYECAREAUCTIONS.COM 

FOR SALE: Quality Pre-Owned Optical 
Equipment and Phase or Clear Monomer now 
available from Popular Leasing. Check our 
current inventory at www.popularleasingusa. 
com/catalog/ then, call us at 800-892-9411, 
Ext. 135 with an offer we can't refuse. 
Financing available. 

EQUIPMENT WANTED. Equipment in excel¬ 
lent condition needed for two high-volume 
V0SH social service eye clinics in Guatemala: 
slit lamps, chair and stands, phoropters, pro¬ 
jectors, keratomters, auto-refractors. 
Donations are tax-deductible. Please contact 
Doug Villella 0D at 814/454-6517 or dougv@ 
surferie.net 

MISCELLANEOUS 


DO YOU WANT MORE VISION THERAPY 
PATIENTS? Are you tired of seeing patients 
walk out the door without getting the care that 
they need? Why wait until another patient 
says "If insurance doesn't cover it...?" Call 
today and find out howto ensure patients fol¬ 
low through with vision therapy regardless of 
insurance coverage. Expansion Consultants, 
Inc.: Specialists in consulting VT practices 
since 1988. Call toll free 877/248-3823, ask for 
Toni Bristol. 

FINANCING. Acquisition, Debt Consolidation, 
Equipment, Real Estate, Refinance, Start-up, 
Working Capital. 100% financing. Fast 
approval, low rates, www.promed-financial. 
com or call ProMed Financial, Inc. 888/277- 
6633. 

Want to distinguish yourself in your communi¬ 
ty? The 0EP Clinical Curriculum Courses can 
help you find your optometric niche. Call 
800/447-0370. 

Significantly Increase Your Profits. Offer a 
new patient service with the HTS 
Computerized Home Vision Therapy program- 
even if you have not offered vision therapy in 
your practice before. The HTS program is 
affordable, efficacious, and easy to implement 
and requires no special training or additional 
staff. For more information or to order a no 
obligation 30-day trial of the HTS program, 
visit our web site, www.visiontherapysolutions. 
net or contact us at 888/810-3937. 

Add $133 per exam to your net without adding 
any extra time or work to your day. Call 
806/745-2222 for a free information pack. 
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